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German Companies 
Find Gold Mark 
Adjustment Hard 


Many Fail to Reinsure Because of 
New Methods of Filing 
Statements 


LIST OF THE FALLEN 


Other Companies Arising to Take 
Their Place, However; New 
Kinds of Indemnity 


By Bela Deutsch 


The new German law compelling the 
insurance corporations to publish their 
statements of assets and liabilities in gold 
value and putting November 30, 1924, 
as the time limit is still the principal sub- 
ject of conversation among the insurance 
men of that country. 

The economic disturbances and the 
mad exchange fluctuations which have 
marked the course of events following 
the losing of the war and the Ruhr oc- 
cupation made it difficult to do this es- 
pecially with companies which had very 
small assets indeed when calculated in 
gold figures. It has been much easier for 
banks to readjust themselves than for in- 
surance companies and as a result there 
were some insurance failures. 

Companies Which Got Into Trouble 

The insolvency of the Ritzau-Company 
of Munich was followed by quite a series 
of bankruptcies and a number of the 
newer companies were obliged either to 
liquidate or to seek the protection of 
some of the older companies through re- 
insurance. Among those in Berlin which 
went into liquidation were the Ancher 
Company, the Friedrich-Wilhelm General 
Insurance Company and the Friedrich- 
Wilhelm Transport Insurance & Rein- 
surance Company. Also liquidating were 
the Gloria of Frankfort, the Fire Insur- 
ance Company of Braunschweig and the 
Insurance Bank of Northern-Bavaria. 
Among the companies compelled to fuse 
were the Standard of Berlin, the Wotan 
of Hamburg, the German-Hansa Insur- 
ance Company and the Bavarian Pfalz 
Insurance Company of Munich. Further- 
more, the European Lloyd and the In- 
surance Company of German Employees 
also consolidated. 

Even the companies which could main- 
tain an existence had difficulty in pub- 
lishing the first gold value statement 
and all sorts of schemes were soon under 
way to enable them to do this. Some 
did not pay dividends for the last year 
but added their profits to their reserve 
funds. Some omitted to include a quan- 
tity of new shares as only about 25-30% 
of the newly stated gold capitals were 
actually paid in. A mere publication of 
the fact that the companies have so 


(Continued on page 26) 























PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 
143. years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 
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indemnity Company 
75 Maiden Lane, New York — | 
































Your New Year’s Resolutions 








New Year’s resolutions usually last about three days. The majority of 
them would endure all year if they were really the result of constructive 
thinking and planning. 

Your attitude now on your life insurance production will determine your 
1925 success to a great degree. Your working tools will finish the job for 
you. Every International Lifeman recognizes the sincerity of his home 
office family. He starts the New Year with new policy forms and an 
up-to-date Rate Book. He does not dwell upon the past. It is a closed 
book, and he faces the future with a firm conviction. 

You, likewise, have this opportunity to start the New Year with a new 
record. You are on the road to successful production with the Inter- 
national Life. 


Fastest Growing Company in the Mississippi Valley 
International Life Insurance Co. of St. Louis, Missouri 


J. R. PAISLEY W. K. WHITFIELD W. F. GRANTGES 
President Vice President V. Pres. and Gen. Mgr. 
Agents 

















The New Year’s Gates 


They open into a period of unequaled opportunity. 


(1) A sound financial situation. (2) Abundant capital 
for worthy enterprises. (3) Small merchandise inventories. 
(4) Commercial and industrial conditions improved. (5) 
Construction on a grand scale nearly everywhere in the 
United States. (6) A more general spirit of fair play 
toward railroads and the larger corporations. (7) A brighter 
day abroad. 
The PENN MUTUAL during 1925 will still further improve the quality 
and extend the strong co-operative service which in 1924 it gave to its 
Field representatives. 


These are factors: 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 














Former Minister 
in 1924 Paid for 
Above $2,000,000 


Norman R. Hill, Williamsport, Pa., 
Gets Ovation at Northwestern 
Mutual Life Convention 


INSURANCE PROVIDES TEXT 


Vice-President Cleary at Luncheon 
Here Discusses Buying 
Power of Farmers 


Once more it has been proven that for- 
mer clergymen make good life insurance 
agents. 

Norman R. Hill of Williamsport, Pa., 
paid for more than $2,000,000 last year, of 
which $1,500,000 was in the Northwestern 
Mutual Life, and the balance in the Mutual 


Benefit and other companies. The number 
of lives he insured was one hundred and 
sixty. His talk on “How To Make Men 
Realize the Importance of Life Insurance” 


was one of the principal features of the 

Middle 

Atlantic and New England States Agencies 

of the Northwestern Mutual Life held at 

the Pennsylvania Hotel a few days ago. 
Stirred the Emotions 


tenth annual convention of the 


Hill doesn’t look like a preacher—he has 
taken on too many of the good fellowship, 
hale-and-hearty manners characteristic of 
the American salesman to make his iden- 
tity unrecognizable, but he hasn't been able 
to lose the eloquence which marked his 
work in the pulpit, and he had not been 
talking long here before his audience rose 
to him. It was not that he said anything 
particularly original, but it was his graphic 
manner of saying it. It was easy to see 
that he believes in life insurance so sin- 
cerely that he can communicate that belief 
to others. His stirred 
emotionally. 


Why Insurance Attracted Him 

In a talk with a representative of THE 
EASTERN UNpbERwRITER, Mr. Hill said that 
he is a Bucknell man, (same college which 
turned out “Christy” Mathewson, the old 
baseball pitching star), and that from there 
he went to Sac City, Ia., where he became 
a preacher. When he left the pulpit he 
became a mining engineer for a time. His 
first insurance work was in a small Penn- 
sylvania town for a Pennsylvania life 
insurance company; and after a time he 
joined the general agency of the North- 
western Mutual at Harrisburg, his own 
town being Williamsport. To Flavel L. 
Wright (who is now the Northwestern’s 
general agent in St. Louis) he says he owes 
the training which enabled him to make 
progress towards leadership. 

“I perhaps was attracted to insurance 

(Continued on page 5) 
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1925 


WE WISH YOU A 
HAPPY 
AND PROSPEROUS 
NEW 
YEAR 


WATCH US GROW 
AS 
WE HELP YOU GROW 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA” 








HART & EUBANK, Managers 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 
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1925 Outlook Bright, 
Says F. H. Ecker 


HE PREDICTS GOOD BUSINESS 


Fundamental Situation Sound and In- 
dustries and Banks in Strong Posi- 
tion for Development 





Frederick H. Ecker, vice-president of the 
Metropolitan Life and president of the 
Chamber of Commerce of New York says 
that the outlook for 1925 is very favorable 
and the re-establishment of confidence has 
given a new impetus to business. 

“The former Allies, in agreeing to the 
Dawes plan, displayed a unity of action 
that has been more or less missing in Euro- 
pean affairs since the close of the war,” Mr. 
Ecker said. “There is less bitterness 
abroad now; there is less suspicion. There 
is more of a friendly interest in each other’s 
problems; there is more cooperation. This 
indeed augurs well for the future. 

“In the United States the uncertainty 
which was produced in the minds of busi- 
ness men by the recent challenge of Ameri- 
can institutions was effectively removed 
in early November, when President Cool- 


idge was elected by an overwhelming 
majority. This was the signal for a fur- 
ther outburst of confidence, which has 


seldom, if ever, been equaled in the history 
of the United States. 

“The railroad situation during the past 
year showed a_ decided improvement. 
There has been a change on the part of 
the public toward the carriers and_ their 
problems. There is excellent reason for 
believing that if any railroad legislation is 
introduced in Washington during the next 
four years it will be helpful and construc- 
tive legislation. 

“From present indications the year 1925 
will witness several railroad mergers. Bet- 
ter service, through economy of operation, 
will unquestionably result. 

“The coal, steel, automobile, oil and 
other large industries, while not operating 
at capacity or at high prices, are in sound 
condition. The banks are in exceptionally 
fine shape and money is cheap. There has 
been little unemployment and no added 
inflation. 

“The taxpayers of the cowmitry, in my 
opinion, will have their burden lightened 
again this year.” 


WOODS AGENCY SETS RECORD 
Total of More Than $48,000,000 Paid For 
An Increase of Nearly $7,000,000 
Over Last Year 
Last year was the best in the history of 
the Edward A. Woods Co. of Pittsburgh, 
Equitable Life managers, the largest life 
insurance agency in the world. The total 
insurance placed during the year was 
$48,110,142 covering a total of 18,206 lives. 
In volume this represents an increase of 

$6,903,591 over the 1923 volume. 

_The Edward A. Woods Co. representa- 
tives pledged to increase the agency’s pro- 
duction to $100,000,000 in 1930. The first 
years’ step in the six year program was 
more than accomplished. 

NEW INVESTMENT TRUST 

A new investment trust, to be known as 
the Financial Investing Company of New 
York, has been organized by a group of 
local bankers. Announcement is made that 
the group plans to organize other trusts, 
to be managed by a central statistical, 
clerical and executive office, and these 
various trusts, including the Financial In 
vesting Company, will pay an annual man- 
agement fee to the central organization. 


CONVENTION PLANS 
_The convention committee of the Life 
Underwriters Association of New York is 
already at work on plans for the attendance 
of the delegation from the association to 
the convention of the National Association 
at Kansas City September 29 to October 2 
and an announcement will soon be made. 





GOULDEN, COOK & GUDEON, Managers 


Connecticut General Life Insurance Company 











Telephone John 2800 





This is the only general agency in the entire insurance 
world doing business without an agency organization. 
The original broker is always the agent of record. He 
is protected—renewals guaranteed to his estate. 
business written by this office direct. 


130 William Street 
New York 


No 











CELEBRATE WOODS BIRTHDAY 





Presented With Handsome Watch and 
Other Gifts at His Country Place 
Near Pittsburgh 

Twenty-five veteran associates of Ed- 
ward A. Woods celebrated his sixtieth 
birthday New Year’s Day by presenting 
him with a duplicate of the watches carried 
by President Coolidge and General Persh- 
ing. R. H. Hood, chaplain of the Edward 
A. Woods Agency, who has been associated 
with Mr. Woods for over twenty-five years, 
made the presentation speech. 

Miss Maude Agnew, daughter of one of 
the earliest Equitable agents in this terri- 
tory, presented Mr. Woods with sixty 
American Beauty Roses in honor of the 
occasion. The affair was in the nature of 
a surprise event, the delegation calling 


unexpectedly at Mr. Woods’ Sewickley 
home. 


UNITED LIFE MEN MEET 
Home Office Raceutives Gather With 
General Agents at Philadelphia 
For Convention 


The United Life and Accident of Con- 
cord, N. H., has started a new series of 
sectional meetings the first being held 
in Philadelphia, January 2 and 3, at the 
,ellevue-Stratford, at which Vice-Presi- 
dent Eugene E. Reed presided. The 
meeting was attended by all the general 
agents and by most of the home office 
executives, among them President Allan 
Hollis, Vice-President Robert J. Merrill, 
Dr. Robert J. Graves, medical director ; 
John V. Hanna, actuary, and John F. 
McCurley, former superintendent of 
agencies of the company and now gen- 
eral agent at Newark. 





The Travelers has issued group insur- 
ance covering 6,000 employes of the 
North American Light & Power Co. and 
its subsidiaries. 





Connecticut General News 
Hartford, Conn. 





Rate Reductions 
Other Changes 


On January 1, 1925, a reduction 
in our non-participating rates goes 
into effect, making our premium 
schedule the lowest used by any 
American Life Insurance Company. 


An increased dividend schedule on 
participating policies takes effect 


June 1, 1925. 


Our disability protection, already 
the most liberal and varied to be 
obtained anywhere, has been ren- 
dered even more desirable by a re- 
duction of the rates and an increase 


in the benefits. 








Charles H. Holland 
Insured For Million 


BY INDEPENDENCE INDEMNITY 





Philadelphia Company Built Around Per- 
sonality of Its President; First 
Executive So Insured 





The Independence Indemnity Co. of 
Philadelphia, has insured the life of its 
president, Charles H. Holland, for one 
million dollars. This is said to be the 
first time that an insurance executive has 
been insured by his company for that sum. 

It long has been realized in the insur- 
ance world that this remarkably success- 
ful young company has been built upon 
the personality of one man to an extent 
which is, perhaps, unique in underwriting. 
Organized in the first place by leading 
agents, who constitute its major stock- 
holders, the presidency was offered to Mr. 
Holland because of his notable record in 
other connections, and the launching of 
the company was made conditional upon 
his acceptance. Upon his agreeing to be- 
come its president, the directors of the 
Independence Indemnity Company insured 
Mr. Holland’s life for the benefit of the 
company to the amount of $500,000, as 
some indication of the value placed by 
them upon his services. 

However, in the two years since the 
company was started, the absolutely un- 
precedented increase in its business has 
enhanced the financial index of the presi- 
dent’s value and it now is the opinion of 
the directors that one million dollars does 
not over-measure the amount of the loss 
which would be sustained through his 
death. 

Life insurance companies, in assuming 
so large a risk, naturally take the great- 
est pains in the physical examination to 
which the applicant is subjected, and it 
is a source of gratification, not only to 
Mr. Holland, but to his friends, that he 
was found to be in remarkably good con- 
dition. 

Incidentally, the transaction records the 
steady advance of the principle of insur- 
ance coverage, which, fundamentally, is 
the same, whatever may be the class and 
the method of underwriting. In other 
words, one of the leading exponents of 
coverage in casualty, surety and related 
lines, becomes one of the leading examples 
of the adoption of life insurance coverage, 
as a precaution of modern business. 


GUARDIAN LIFE CHANGES 





James A. McLain Has Been Made In- 
spector of Agencies; Dr. M. B. Bender 
and Edward Ruge Advanced 


James A. McLain has been appointed 
inspector of agencies of the Guardian Life. 
Mr. Mclain had heen agency assistant 
since 1920 and assistant superintendent of 
agents since January, 1924. He was 
formerly with W. M. Horner at the Min- 
neapolis office of the Provident Mutual 
Life, being a producing agent since 1915. 
Tn 1919 Mr. McLain took the first life 
insurance course at Carnegie Tech under 
Griffin M. Lovelace and John A. Stevenson. 

Other appointments made by the Guar- 
dian Life were Dr. M. B. Bender as assist- 
ant medical director and Edward Ruge as 
underwriting secretary. Dr. Bender has 
been with the medical department for about 
four years. Mr. Ruge has been connected 
with the Guardian Life for nineteen years 
and has been at the head of several depart- 
ments. 


NATIONAL COMMITTEE TO MEET 

The mid-year meeting of the executive 
committee of the National Association 
of Life Underwriters will be held on 
March 9th at the Hotel Astor, New 
ork. 

The increasing scope and influence of 
the association makes this mid-year 
meeting of the executive committee of 
particular importance not only in plan- 
ning for the convention, but in directing 
the general policy of the association, 
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Annual Dinner Of 
Harry Gray Agency 


MANY WOMEN AMONG GUESTS 








W. H. Harrison Warns Agents of Com- 
panies Not to be Misled by Market 
Boom Surpluses 





Harry F. Gray, who quit a job as as- 
sistant superintendent of agencies in the 
Connecticut Mutual in order to come to 
New York to take charge of a general 
agency for that company and who in 
a short time has built up an agency which 
did $3,900,000 of business in 1924, was host 
at a dinner given to his agency at the 
Hotel Brevoort near Washington Square, 
on Tuesdezy night. Captain Steiner of 
the Connecticut Mutual agency squad 
sent half-backs, William H. Harrison 
and Harold M. Holderness, from Hart- 
ford, both of whom spoke. 

Evidently, Mr. Gray believes that mar- 
ried men make the best agents because 
half of the guests were women, mostly 
the wives of the agents. 

Mr. Gray Built From Ground Up 

An editor of one of the insurance pa- 
pers, who spoke on the subject of ap- 
proach, told of one of the most inter- 
esting approaches he had made in New 
York City which was a call on Mr. Gray 
a day or two after the latter had ar- 
rived in New York, ready to construct 
an agency from the ground up. He said 


that at the time Mr. Gray had decided 
before hiring any men that he would try 
to sell insurance in New York to find 
out if the process were greatly differ- 


ent from selling insurance in other cities. 
He sold without any difficulty whatever, 
both large and small policies. 

One of Mr. Grays interesting experi 
ences was to look over about 500 men 
from a large kanking institution sent 
over by the employment department at 
the request of Mr. Gray. Evidently, 
anybody thinks he can get a job in a 
bank, judging by the qualifications of 
the applicants. It is certainly easier to 
get a banking position than it is to get 
the opportunity to sell insurance. The 
men sent over by the bank employment 
agency were found distinctly unavail- 
able, being either too young, too old or 
gauged to a rut. 

Mr. Gray then went out in other chan 
nels and succeeded in developing a large 
number of potential agents who became 
real agents. Two general agents of the 
company decided to come to New York 


and work with him as agents, both of 
whom, in a shert time, have made very 
good. 
“Company's Fine Year 
Mr. Harrison sounded to agents a note 


of warning against being misled by large 
surpluses. He said all the insurance 
companies were showing tremendous 
book value surplus increases because of 
the recent great increases in the market 
value of securities. “Remember,” he cau 
tioned, “there is a difference between real 


value and book value in these matters.” 
He said that 1924 new paid business of 
the Connecticut Mutual, including re- 
vivals, additions, etc., was $85,700,000 


The gain of insurance in force was $48,- 

190,057. It was $45,800,000 in 1923. 
Mr. Holderness said that it was a 
foregone conclusion that Mr. Gray would 
make a because of his back 
- ground, training, sincerity, character 
and knowledge of life insurance, and it 
that he had ga- 


was a pleasur« 
many able agents. 


success 


to not 


iim) 


thered about 


The speaking concluded with brief re- 
marks by two of the agents, one of 
whom, Giulio Pontecorvo, bought sup- 
plies during the war for the Italian 


Government. He attributed a large part 
of his insurance Mr. Gray’s 


training and to the educational course of 


ucces 


the company. The other speaker was 
Louis Fink, who paid for $800,000 in 
1924. Mr. Fink discussed life insurance 


from its spiritual side and he saw it as 
one of the benefactors to humanity. 














tions in Greater New York. 


Cortlandt 6030-6031. 








OPENING FOR SUPERVISORS 


<xperienced Life Insurance man to assist in training 
Agents and possessing knowledge of Brokerage connec- 


HARRY GARDINER, General Agent, John Hancock Mutual 
Life Ins. Co., 220 Broadway, New York, N. Y. Telephone 


See 

















Mr. Gray in his talk showed how 
persistent, intelligent work by insurance 
agents, made the earning of a very sub- 
stantial sum each year a simple matter. 


TO ASSIST IN TRAINING 


Hart & Eubank Select W. C. Cooper 
to Assist in Training of Agents; 
Once With Little Rock Agency 
of Aetna 
W. C. Cooper, whose insurance ca- 
reer began with the Little Rock agency 
ot the Aetna Life, has been selected by 
Hart & Eubank, Aetna managers in 
Greater New York, to assist Raymond 
G. Gregory in charge of the training 
department. Mr. Cooper, a top notch 
salesman, will supplement Mr. Gregory’s 
work by doing actual contact work with 
the agents and helping them to close 

sales. 


PLANS FOR OTTAWA BUILDING 
\ fixed assessment has been requested 
by the Metropolitan Life on its proposed 
new building in Ottawa, Canada. The 
building is to be located on the corners 
of Sparks, Bank and Wellington streets, 
and work is expected to start early this 
vear. The offices of the company will 
face Wellington street opposite the Par- 
liament buildings. The building will 
cost approximately $3,000,000. 


HEARING ON TWO QUESTIONS 





Superintendent Holds Hearing On Sub- 
stitution Clause in Application and 
On Trust Forms 
‘Two questions affecting the life com- 
panies were discussed at a hearing be- 
fore Superintendent James A. Beha at 
Albany last week. One was the question 
of the removal from the application form 
of the clause under which the company 
reserves the right to substitute some 
other form of insurance than that for 
which the insured applied, both as to 

kind and amount. 

The companies defend the clause on 
the grounds that it is unfair toward the 
agents simply to reject the application 
when the company would be willing to 
accept the risk on a somewhat different 
plan or for a lesser amount, or without 
disability or any one of many conditions 
that might arise in individual cases. 

The other question that was heard was 
as to whether trust agreements as_ is- 
sued by life insurance companies should 
not be submitted and approved by the 
Insurance Department in accordance 
with the standard provisions law. At the 
present time there is no standard trust 
agreement form. No decision on these 
matters was reached at the hearing as 
the superintendent will rule on them 
later. 





Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


which includes : 


An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that devops genuine dol- 
lars-and-cents prospects. 
Selling Helps— Advertisin 
pect and policyholder alike, holds business 
and creates good will. 


Policyholders Insurance Service— Embodying the 
ideals of true service to your client. 


Health Service of the Life Extension Institute 


to Policyholders. 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address: 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


material to pras- 











Chicago Post 48-Page 
Insurance Review 
ANNUAL LOOMIS NUMBER 





Articles by Many Prominent Men in 
the Business; Also Discussion of 
Insurance Personalities 





The seventh annual insurance review of 
the Chicago “Evening Post,” edited by 
Frank F. Loomis, consists’ of 48 pages. 
Among some of the stories printed are the 
following : 

“Seven Ways of Interesting the Hard 
Prospect,” by C. A. Henkley, general 
agent of the New England Mutual, 
Buffalo. 

The James A. Grizzard system for im- 
proving efficiency of individual salesmen. 

Sketch of Benjamin Ford Billiter, secre- 
tary of the Farmers National Life. Editor 
of the “Farmer’s Guide.” 

William A. Day, president of the Equit- 
able Society, discusses growth of the 
Equitable. 

“Prospect Must Be Fitted With Right 
Policy,” by George T. Dexter, vice-presi- 
dent, Mutual Life. 

Unemployment insurance as seen by Pro- 
fessor William Bailey, economist of the 
Travelers. 

Des Moines—home of 55 insurance com- 
panies. 

The Ideals of the Franklin Life. 

R. W. Stevens, president of the Illinois 
Life; his paper delivered at the Associa- 
tion of Life Insurance Presidents’ con- 
vention. 

Federal Life celebrates its 25th anniver- 
sary. 

Tsaac Miller Hamilton, president of the 
Federal Life, discusses outlook of life 
insurance, 

National Life of the U. S. A. rounding 
out 56 years of service. 

Frank H. Davis, agency vice-president, 
Equitable Life; extracts from paper before 
Life Presidents’ convention. 

John A. Stevenson, second vice-president, 
Equitable Life Assurance Society: “In- 
surance Needs” article reprinted from 
“Nation’s Business.” 

Organizers of Peoria 
bank in Peoria, Illinois. 

“Life Insurance Leads World’s Busi- 
ness,” by L. Brackett Bishop, Chicago 
manager, Massachusetts Mutual. 

Unique position of Continental Casualty 
and Continental Assurance. 

Insurance ethics discussed by Henry S. 
Nollen, president Equitable Life of Towa. 

National Life of Vermont 75 years old. 

Lincoln National Life uses air mail to 
pav death claims. 

Life Insurance president (FE. C. 
writes book of fiction. 

ife insurance is best way to meet in- 
heritance tax. 

Finances college education through life 
insurance. 

Streneth of the New England Mutual 
Life. 

Value of insurance in speech over radio. 

The office of Stumes & Loeb, general 
agents of the Penn Mutual. 

$20,000,000 Chicago agency of Bokum 
& Dingle, Massachusetts Mutual Life. 

“Life Insurance Advertising Must Make 
an Appeal,” by B. N. Mills, Bankers’ Life. 

William J. Graham, second vice-presi- 
dent, Equitable Life, discusses insurance 
in Great Britain. 


Life start new 


May), 


Missouri State Life one of the big 
companies in the U. S. 

Group insurance needed for industrial 
plants. 


Metropolitan Life’s dividends. 





HONOR COLONEL POWELL 

The members of the Cincinnati-Louis- 
ville agency of the Equitable Life Assur- 
ance Society of which Colonel Henry J. 
Powell is manager, decided to make their 
December production in honor of Colonel 
Powell. The agency broke all records by 
producing over $3,000,000 of business. 
Colonel Powell is one of the leading life 
underwriters in the country and has long 
been one of the most prominent officers 
of the National Association. 
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Atkinson On Complete 
Program Building 


TALKS TO NORTHWESTERN MEN 





Agent Can Double or Triple His Income 
and Save Shoe Leather Through 
Intelligent Selling 

Good advice on building complete life 
insurance programs was offered to the 
Northwestern Mutual Life convention 
here last week by William F. Atkinson, 
general agent of the Northwestern Mutual 
Life in Brooklyn. He began by stressing 
the necessity for agents learning their own 
business, becoming professionally trained, 
studying books, sales services, subscribing 
for insurance papers and otherwise equip- 
ping themselves. 

“You can make a living without this 
educational equipment,” he declared, “if 
you put in a sufficient investment in shoe 
leather, but the success of the future is to 
be the agent who is master of his job.” 

Mr. Atkinson said he knew of an agent 
of another company who in his third year 
in the business has paid for more than 
$800,000, selling mostly on the program 
method. His presentation consists of three 
typewritten sheets—the problem, the solu- 
tion, the costs. Agents who do not sell 
along the program lines average much less 
than those who do. Program methods 
enable agents to double or treble their 


earnings with the same amount of foot- 
work. 


Cash at Death 
“What are the program 
asked. And then answered: 
First—Cash at Death.. This is a great 
opener to obtain interest. Few men, even 
those of large means, have thought care- 
fully of the exact situation confronting the 
family at death. They picture the estate 
they now own and think the family will 
enjoy that estate. No such result is pos- 
sible. Within one year a big chunk of that 
estate will be gone. The undertaker, doc- 
tor and nurses will get a slice; the lawyers 
will take some more; the Government will 
take its share; and the debts and outstand- 
ing obligations still another slice and those 
slices will come out of the heart of the 
estate,* out of securities so good that they 
can be sold at once. 
lurthermore, the bank account is tied 
up, and the family must live until it can 
adjust itself. It is an eye opener to any 
min. 


needs?” he 


“We have just had a striking instance,” 
he continued. “An active business man 
died in the prime of life only twenty 
months after taking his $5,000 Northwest- 
ern policy. Fight days after his death the 
agent called with the check and_ while 
talking to the widow, she was called to the 
telephone and told that unless she paid 
that interest today the matter would be 
placed in the hands of the lawyers. Her 
hushand dead but eight days and men 
pouncing upon her like birds of prey for 
immediate payment of obligations.” 


Clean Up Policy 


The use of cash at death or a Clean up 
Policy is a great opener for interest. It 
makes a man think and if you can make 
a prospect think, he generally buys. 

Education of children comes second 
hecause educated children capable of hold 
ing a good job will be a protection to the 
mother in her old age. If funds are lim- 
ited, educate the children. Keep the family 
running until they‘are equipped for a job, 
and then mother must depend upon them 
for her old age. It is not a pleasant pros- 
Pect but it is a necessary one in many 
families. 

Income for Life for the wife is a won- 
derful comfort to the wife and a great 
satisfaction to the man who provides it. 
It is the logical step after the Clean up 
Policies and the Education Policies. Re- 
tirement or Old Age Funds. Don’t forget 
them. It is often the closing argument. 
Emphasize it very strongly. All of these 


(Continued on page 6) 








Massachusetts Mutual. 


to any real worker in the field. 





A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 

















Minister’s Big Writing 
(Continued from page 1) 


not so much because I knew what it. could 
do, but because I saw what families, 
especially those stricken, could not do 
without it,” he said. “When you see 
lovely little fatherless girls grow up to 
work under hard and depressing conditions 
when they should be in school; when you 
see widows wondering from where the 
next loaf will come, you begin to appreci- 
ate life insurance. So many people lead 
routine lives that poverty can reside a 
block away without their noticing it. In 
the ministry one sees all walks of life, 
and, though continuing to sympathize with 
the unfortunates, attention is directed to 
preventative measures as well. It is my 
present mission to convince every man 
how insurance can minimize if not prevent 
poverty.” 


Texts Which Tell Story 


In his talk to Northwestern Mutual Life 
agvents Mr. Hill stressed income insurance 
which is his favorite. His talk was studded 
with texts which one can see constitute 
many of the arguments he uses when sell- 
ing. To illustrate; “The Injustice of The 
Lump Sum.” It isn’t difficult to pad out 
that argument. 


Or, “The Widow's Embarrassment.” 
That’s simple, too. Her mental anxiety as 
she must go to relatives and friends and 
beg work in support. 

“The Long Coverage Comfort.” This 
means the security which the income check 
every month brings. 

“Going To Lawyers.” The sad _ visit 
when the estate is found to be less than 
the widow was led to believe. 

“Shame On The Man.” It can be 
imagined what a former preacher can do 
with a text such as this applying to a man 
who has not provided for his wife and 
children. 

“The Story of the Good Samaritan.” 
That’s the insurance agent. Readers of 
THe Eastern UNpderwrirer can fill in that 
picture themselves. 


“Read Logic,” Medical 
Man Tells Producers 


DOCTOR REPLIES TO CRITICS 


Some Rejected Live Long, But Insur- 
ance Companies Are Not Guided 
by Exceptions 
In a clever talk before the Northwestern 
Mutual Life men at the Hotel Pennsylvania 
a few days ago George A. Harlowe, assist- 
ant medical director, declared it would not 
be a bad idea if more agents included in 
their reading curriculum) the study of 
Jevon’s logic. If they did, not so many 
agents would feel that the medical depart- 
ment is wrong when it turns down a case 
which falls into a class which has a bad 
mortality simply because there are excep- 
tions to the mortality experience. He 
told of one agent who found considerable 
fault because the company declined a case 
of gal! stones and the prospect is now 
apparently in the best of health; and was 

inclined to “kid” the medical division. 


Individual Experiences Don’t Count 


Dr. Harlowe said that mortality experi- 
ence could not be based on a few lives 
that it is built up on thousands of lives. 
The mere fact that an individual is over 
weight or a bad heart case may outlive 
expectancy has little meaning in the long 
life of an insurance company. In_ illus 
trating that things cannot always be taken 
at their face value and that appearances 
are sometimes deceitful, he told the story 
of a fat man who had wired ahead to have 
a train stopped at a small station in order 
to have “a large party taken on board.” 

“Where is the large party?” asked the 
conductor when the train stopped. “I am 
he,” said the fat man. 

While Dr. Harlowe declared that people 
are living longer than formerly, especially 
in America where there is every comfort 
and the best of medical attention, Ameri- 
cans should not feel too “cocky” as there 
are several nations such as Denmark, Aus- 
tralia, New Zealand, etc., where the 
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cent of 
Provident Mutual is upon the lives of old policyholders 

who not only evidence their satisfaction by insuring their own 

lives, but by recommending the Company to their friends. 


SPECIALLY valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 
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Agent Must Deal With 
Unpleasant Subjects 


MORAL DUTY TO HIS CLIENT 


Average Man Doesn’t Want to Consider 
Prospect of Premature Death, 
Says Rowley of Newark 





W. E. Rowley of Newark, N. J., repre- 
senting the Northwestern Mutual Life, who 
has been unusually successful, was one of 
the speakers at the annual convention of 
the Middle Atlantic and New England 
States Agencies of the Northwestern 
Mutual Life held at the Pennsylvania 
Hotel on Saturday morning. He discussed 
the insurance agent from the standpoint 
of being a counsellor in underwriting. 

Mr. Rowley said that the average man 
shies away from any consideration of the 
possibility of his premature death but one 
function in life insurance is to meet just 
such a contingency. He declared that the 
agent should not permit his client to forget 
that he way die at any time. He said there 
was a moral obligation on the part of the 
insurance agent to make the prospect look 
facts in the face and to give him advice 
regarding estate matters, especially relative 
to the distribution of estates in the state 
where the client lives. 


Wills 


Next the speaker took up the question 
of wills and said that the agent should be 
in a position to give his client advice so 
that he will not die intestate. Under the 
New Jersey law, if a man dies intestate 
only one-third of his estate goes to his 
wife and the other two-thirds to his chil- 
dren. That might not meet the client’s 
views as to how his estate should be dis- 
tributed. Mr. Rowley said the mere fact 
of attaching an optional settlement to a 
policy was making a will. An agent 
should know the tax and other laws to 
be sure that the correct optional settlements 
are used in order that death shall not in- 
volve any hardship. He called attention 
to the economic changes in the country 
and to the fact that a dollar has a different 
value at the present time than it had before 
the war. An agent should bear this in 
mind, 

In Mr. Rowley’s -opinion, too many 
endowment policies are sold. 
policies are all right for certain cases and 
all wrong for others. A selfish man, one 
who thinks too much of himself and too 
little of his family, prefers an endowment 
to all others. The agent should guide 
the insurance purchases of such a man 
instead of following along with him in his 
train of thought. 


expectation is from one to five years more 
than in this country. He thought that one 
reason for this was ethnological, as while 
some of the nationalities who come here 
have long lives there are others who do 
not, and of course, there is always ‘the 
heavy negro mortality to think about when 
nation-wide longevity statistics are studied. 
CLEARLY OPTIMISTIC 

At a luncheon on Saturday noon the 
company’s representatives heard Vice+ 
President M. J. Cleary discuss the agricul- 
tural and economic conditions of the coun- 
try, especially the mid-West. He told how 
the country was out of adjustment when 
the price of farm products was so low and 
industrial products so high that the farmers 
couldn’t buy. Now that situation is right- 
ing itself. Better prices were obtained for 


crops and other commodities have shown’ 


a decrease so that a more normal condition 
has been reached. He declared that there 
is considerable pent-up buying power 
among the farmers which would be re- 
flected in better business conditions. 


GOES WITH HARTMANN 
James F. Bradshaw, of Ridgewood, N, 
J., is now associated with the New Eng-. 
land Mutual Life Insurance Company. 
of Thomas E. Hartmann, Newark, as a 
full time soliciting agent. 


Endowment 
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Atkinson on Programs 
(Continued from page 5) 
policies, under Northwestern methods, are 
old age retirement policies. “Let’s recog- 
nize the selfish strain in men and the desire 
for self protection,” said Mr. Atkinson. 
“Put a lot of emphasis on the fact that all 
our policies, except Term, are old age 
retirement policies. If there is enough 
money to spare after your first three, let’s 
have some special long term Endowment 
old age policies to make 

funds more ample. 


the retirement 


Logical Program 


“Is not this program logical? Is it not 
simple? Is it not easily understandable by 
ti : buyer? Does it not appeal to his com- 
mon sense? Then why in the name of 
common sense don’t you use it? Why 
insist on the old style of selling? We have 
been trying to drive home these ideas in 
my agency for about 4 years. 
records prove the value. 


I think our 


Average per life 1920 5.260 
1921 5.470 
1922 5.470 35% 


1923 = 
1924 7.100 
Each interview has increased in value 
30% in 3 years. 
“It seems to be 
world that every good has its 


fundamental in this 
evil side,” 
“Every crop has a 
And the virtue of Pro- 
gram Insurance has not saved it from the 


the speaker went on. 
pest to destroy it. 


evil action of the pests. We are today 
facing a serious situation from those who 
use the program idea to get in and destroy 
what has heen already built These 
destroying agents are of two tynes, those 
who are working solely for their own 
pocket books and who alwavs advise that 
all previous policies he surrendered or 
changed to a lower premium hasis: and 
the sincere and conscientious agent who 
really believes in one tyne of policy and 
therefore naturally thinks that all men 
should reduce their insurance to that hasis. 
Tt is very easy to fall into one of these 
classes. Such work is destructive of the 
good will and good reputation that we 
have strugeled so hard and so lone to 
build. TI grant there are some cases where 
changes can he defended hut thev are so 
few and far hetween that T would rather 
it were never done. Tet me be very specific 
There are no cases where insurance should 
be twisted: there are few cases where 
changes of form should he advised 

“In almost every case T helieve it de truc 
tive, bad salesmanshin to attemnt to change 
the plan of old policies. The man has 
made a purchase of a good policy in a 
good company. Tt is true he micht have 
bought a better nolicv in a better companv 
but he has paid a Int of money on his 
purchase, he is satisfied. and he wants to 
feel that he houcht wisely How much 
stronger the position of the agent, how 
much greater confidence he herets, when 
he admits that the man has good policies 
doing what he asked of them when he 


bourht. 
“We Northwestern agents are largely 
Ordinary Life enthusiasts. but remember 


we are making old age retirement funds a 
part of our program and limited pavment 
and endowment contracts work out better 
for the old age of the insured. Any change 
to cheaper forms must sacrifice old age 
henefits. So when vou find a line of 
limited payment and endowment contracts, 
build upon them. ‘You will find them a 
great help in carrying the new premiums 
as the old policies mature.” 


OPENS NEW AGENCIES 
The Guardian Life has opened two new 
agencies, one at Tampa, Fla., and the other 
at Chattanooga, ‘fenn. T. J. Miles of the 
Montgomery agency becomes manager at 


Tampa and H. V. Keith at Chattanooga. 


TO PAY EXTRA DIVIDEND 





Policyholders of Equitable Life of Iowa 
to Benefit by Extra Dividend of 
$350,000 in 1925-26 


The Equitable Life of Iowa will pay 
to its policyholders an extra dividend of 
$350,000 in the dividend year of March 
1, 1925, to February 28, 1926. This will 
be in addition to its regular annual and 
quinquennial dividend payment on the 
same basis as last year, totaling $2,- 
050,000. 

The extra dividend is payable on 
premium paying policies issued on the 
American 3%% basis, i. e., on policies 
issued since October 1, 1907. It will 
amount to $1.25 per thousand on all 
plans up to and including attained age 
45. Thereafter it decreases by 5 cents 
for each age to attained age 50 and 
thereafter by 10 cents. 


Ordinary Life—Age 35—Annual 
Premium, $26. 38 


a4 
® | °c BS5q 
w@ 86 $B og geod oe 
om ES #2 ShHosg 63 
as oh ge gues ae 3% 
S al A geae A “ 
o°3 
1924 ....$3.92 $1.25 $5.17 $21.21 
1923 410 1.25 5.35 21.03 
1922 . 428 1.25 5.53 20.85 
1921 .... 445 1.25 5.70 20.68 
1920 . 4.64 125 $6.60 1249 13.89 
1919 - 483 = 1.25 6.08 20.30 
1918. . 498 125 249 872 17.66 
1917 .... 5.17 125 155 797 i641 
1916 . 5.34 125 53 7.12 19.2 
1915 . 5.52 1.25 660 13.37 13.01 


20-Payment Life—Age 35—Annual 
Premium, $35.18 


1924 125. 428 225 5.48 29.70 
1023: 4.0. S00 125 5.75 29.43 
1922020 894 BZd 5.99 29.19 
1921 os25 So. 25 6.24 28.94 
1920 .... 529 125 735 3685 2135 
1919: ...u3 Soe aeeo 6.78 28.40 
1918 .... 5.76 1.25 288 9.89 25.29 
917 .... 600 125 180 9:05 26:13 
1916 ...: 627 225 63 8.15 27.03 
1915 .... 654 125 7.65 15.44 19.74 
20-Year Endowment—Age 35—Annual 


Premium, $49.62 


1924 4.55 SO ZS 5.92 43.70 
1923) nce OD Sues 6.30 43.32 
1922. el. “Ae 6.66 42.96 
W924 3.00009: aed 7.04 42.58 
1920 .... 6.18 125 9.50 16.93 32.69 
1919 ....°G0/ 125 7.82 41.80 
1918 .... 694 125 347 11.66 37.96 
i917 ....%ae 125 220° 4077 “SBRd 
1916. 3... 990 Mize 77° ~=9.73 39.89 
1915 .... 811 1.25 10.50 19.86 29.76 


The quinquennial dividends are part 
of the company’s regular scale and are 
payable every five years. The propor- 
tionate quinquennial dividends are pay- 
able in 1925 only to equalize the cost 
and will not be repeated. 


DUDLEY WRITING GROUPS 


W. R. Dudley of Chicago Agency Gets 
Publicity in Photo-Engravers Busi- 
ness; Stood Second in Agency 
“Photo- 
has an article on the 


The current number of the 


Engravers Bulletin” 
importance of group insurance in the solu- 
tion of present day industrial and economic 
problems in which it mentions that William 
R. Dudley of the Chicago office of the 
Kquitable Life Assurance 
leading writer of group insurance in that 
city. Mr. Dudley has a long list of photo- 
engraving concerns to his credit as group 
policyholders. He stood second in volume 
for his agency in November. 


Society is the 


HAS 200 AGENTS 


The Capitol Life of Denver now has 
200 agents operating between Oregon 
and Illinois, and Texas on the south, 
or sixteen states, increased business 
coming right along. 


AGENCY CHANGES IN IOWA 





Equitable Society Appoints E. A. Kello- 
way Under Manager Heartman; 
Other Agency Changes 


Roy H. Heartman, agency manager for 
Iowa, for the Equitable Life Assurance 
Society, announces the appointment of E. 
A. Kelloway as district manager for a 
group of counties in western Iowa, with 
headquarters m Council Bluffs. Mr. Kel- 
loway is a graduate of the University of 
Iowa and has been a successful under- 
writer in the Des Moines unit of the Iowa 
State agency of the Equitable for two 
years. This promotion is in recognition 
of his splendid services both as an un- 
derwriter and to the Agency. 

Announcement is also made of the ap- 
pointment of Walter F. Abernathy, who 
has been serving the Society as under- 
writer, as district manager with head- 
quarters at Ottumwa, Iowa. Mr. Aber- 
nathy is a graduate of the University of 
Michigan and has been in the business over 
a year and a half; he has been unusually 
successful. 

The Iowa Statt Agency, under the man- 
agement of Roy H. Heartman as agency 
manager, who has supervision over the en- 
tire state of Iowa, enjoyed the biggest 
month in paid business in December in 
the history of the Agency. The Agency 
paid for 525 cases and a total of $1,087,896, 
the previous high month being June, 1920, 
when the Agency paid for $1,019,000. The 
paid business for the year 1924 was ap- 
proximately $9,000,000. 





TWO KINDS OF APPROACH 





How Methods of Selling Business Insur- 
ance Differ From Personal Insur- 
ance Salesmanship 


Tom N. Clark of Asheville, N. C., dis- 
cussed business insurance for the small 
business man in talking to the North- 
western Mutual Life convention in New 
York last week. He said that there are 
two distinct types of approach in life 
insurance—one in selling business insur- 
ance and one in selling personal insur- 
ance. It is all right to sound sentiment 
in the latter instance, and all wrong to 
sound it in the former. When an agent 
goes into a business man’s office he should 
sidetrack the arguments about home and 
family and should bring out those which 
have to do with invested capital, depre- 
ciation of assets, liquidation, taxations, 
etc.. Unless an agent knows considerable 
about a client’s business before he enters 
his office, it would be better for him to 
stay away. 

In selling business insurance he gen- 
erally does it in two interviews. The first 
interview he amplifies what information 
he already has by getting facts on which 
to base a_ written proposition, which 
proposition he submits at a subsequent 
interview. Most business men are will- 
ing to consider an intelligent and concrete 
proposition. 


TWIN CITY ASSOCIATION 


A new life underwriters’ association 
has been organized in Minneapolis and 
St. Paul to be known as the Twin City 
Life Underwriters, with offices in both 
cities. The new association was organ- 
ized by some of the former members of 
the Minneapolis Association who 
objected to that organization’s adoption 
of a rule, effective January 1, barring 
part time agents. An effort to revise the 


law was recently made but was defeated A LL PAY T a | E ‘al WE L 


resulting in the promotion of the new 


organization. 





George Washington Life 
Insurance Company 


Charleston, W. Va. 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts 
covering definite territory with Home 
Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, 
Ohio, Kentucky, Tennessee, South Caro- 
lina, North Carolina, Georgia, Michigan, 
Oklahoma, and Washington. 


Address: 


ERNEST C. MILAIR 
Vice-President and Secretary 











CAPABLE POLICY- 
PLACERS 


Can always ss a satisfactory opportunity 
for work with this Company in gooa ter- 
ritory—men who can colfect the jee 
as well as write the applications 

not make inquiry now? 


Union Mutual Life 


Insurance Company 


PORTLAND, MAINE 
Address: 
ALBERT E.AWDE, Supt. of / gencie 








ILLINOISLIFEINSURANCEC 


HICAG 
its W, STEVENS, Pres 


w) 


GREATEST 
ILLINOIS 
COMPANY 










WANTS GOOD MEN 


AND 








proposition. 
Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 
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Mutual Loses Case 
Before Privy Council 


HINGED ON TORONTO STATUTE 





Company Claimed Policy Was Voided by 
Misrepresentation in Application; 
Conflict in Lower Decisions 





A case of considerable interest to 
America has recently been decided by His 
Majesty’s Privy Council in London. It 
concerned the Mutual Life of New York, 
who _ disputed liability on an insurance 
policy of $50,000, on the ground of mis- 
representation and concealment of material 
fa_ts by the policyholder when the insur- 
ance was applied for. The trial judge 
decided against the company but the 
Appellate Court reversed this decision. 
Then the supreme court of Canada re- 
stored the trial court decision and the 
Mutual Life appealed to the Privy Council. 

The Council consisted of Viscount Hal- 
dane (Lord Chancellor in the late Labor 
Government), Lord Wrenbury, and Lord 
Salveson. The appeal was dismissed, and 
Lord Salveson, in delivering judgment for 
the Council, said that there had been a 
great diversity of judicial opinion in the 
courts below, and some of the points 
raised were of great importance. The 
suit was one at the instance of a policy- 
holder for payment of $50,000 insured on 
the life of Frederick J. Schuch, a resident 
of Toronto and president of the Ontario 
Metal Products Co. The policy was dated 
December 13, 1918, and Mr. Schuch died 
of cancer on April 3, 1920. The liability 
ot appellants was disputed on the ground 
that the policy had no effect as a valid 
contract owing to misrepresentation or 
concealment on the part of the assured 
in the answers which he gave to certain 
questions in the application form, a copy 
of which was endorsed on the policy. 

The disputed answers were those to the 
questions (17) What illnesses, diseases, 
injuries, or surgical operations have you 
had and (18) State every physician or 
practitioner who has prescribed for or 
treated you or whom you have consulted 
in the past five years. The answers were 
written by Dr. McCullough, who examined 
Mr. Schuch in the interests of appellant 
from information supplied by him and 
who himself certified him to be a healthy 
risk. They were read over to the assured 
and signed by him. The cancer was a 
supervening disease not then present. 
Having referred to the facts as to Mr. 
Schuch’s health during the five years, their 
Lordships were in agreement with the 
Supreme Court, who held that in answer- 
ing the question 17 as he did and omitting 
any reference to the condition for which 
he received certain injections, except so 
far as it might be covered by “trivial ail- 
ments,” Mr. Schuch was not guilty of any 
inaccuracy. With regard to question 18 
they thought that Mr. Schuch’s answer 
was in fact, inaccurate, and that it was 
his duty to have disclosed Dr. Fierheller’s 
name as a physician who had prescribed 
for and treated him within the five years 
before the date of the policy. That finding 
would have been conclusive against the 
respondents had the policy been in the 
same form as that which was considered 
in the recent case of Dawson’s, Limited, 
decided in the House of Lords. There 
the fact that an inaccurate answer was 
given to a question in the application form, 
though in itself of no materiality, was held 
to invalidate the policy because the accur- 
acy of the assured’s answers was made a 
basic condition of the contract. In other 
words, the assured warranted the truth of 
his representations. In the present case 
the policy contained a clause in the follow- 
ing terms: 

All statements made by the insured 
shall, in the absence of fraud, be deemed 
representations and not warranties, and no 
such statement of the assured shall void 
or be used in defence to a claim under this 
policy, unless contained in the written 
application hereon and a copy of the 
application is endorsed on, or attached to 
this policy when issued. 


Make This Comparison 


THE UNITED LIFE POLICY 


is a combination of life and accident insurance united in one 


policy contract. 


Not only are the Accident Benefits a fea- 


ture of this contract, but Double and TRIPLE Indemnities 


are also included. 


These distinctive features make the 


“United” one of the fastest selling policies in the Country. 
Compare the cost (see premium below). 








Illustration 


Ordinary Life, Class I, Age 35, with Triple 
Indemnity, Waiver of Premium and non-can- 
cellable Accident Insurance yielding $10 per 
WEEK, annual premium only $27.06. 











United Life and Accident Insurance Co. 
Concord 


New Hampshire 





Address all inquiries to EUGENE E. REED, Vice-President 


That clause was inserted with a view 
to complying with section 156 (5) of the 
Ontario Insurance Act R. S. O. (1914) 
Cap. 183. That Act laid down in unmis- 
takable terms (1) that no policy should 
be voided by reason merely of any mis- 
representation or inaccuracy in a statement 
made by the insured in the application form, 
whatever the terms of the policy might 
otherwise import; and (2) that any mis- 
representation which might void the con- 
tract must be misrepresentation of a fact 
and must be material to the contract. The 
main difference of judicial opinion centered 
around the question of materiality. Their 





Lordships thought that it was a question 
of fact in each case whether, if the matters 
concealed or misrepresented had been truly 
disclosed, they would on a fair considera- 
tion of the evidence have influenced a 
reasonable insurer to decline the risk or 
to have stipulated for a higher premium. 
Applying that test their Lordships con- 
curred in the conclusion of the trial judge 
that the non-disclosure or misstatement 
was not material to the contract and there- 
fore, under the Law of Ontario, was not a 
ground for voiding it. Their Lordships 
therefore, advised that the appeal be dis- 
missed with costs. 





135% of liabilities 


Only 74% of assets 


Net increase 13% 





Liabilities - - - - 


Insurance in Force - 


CONTINENTAL LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 


PHILIP BURNET, President 


SEVENTEENTH ANNUAL STATEMENT 
DECEMBER 31, 1924 


Admitted Assets - - - - - - $7,097,913 


5,266,922 


(Capital, $730,720) 
Excess of Assets (Surplus, 1,100,271) 
35% more than liabilities 


1,830,991 


53,501,815 








C. E. Gross, Hartford 
Lawyer, Dies at Age 77 


HAD MANY INSURANCE FRIENDS 





Director in Three Hartford Insurance 
Companies; Also Their Counsel; 
Had Many Activities 





Charles E. Gross, dean of the Hart- 
ford legal fraternity, director in and 
counsel for the Phoenix Mutual Life In- 
surance Company for a number of years; 
also director in the Aetna Insurance 
Company nd counsel of that company, 
and director of the Fire Re-Insurance 
Co., died in Hartford last week at the 
age of seventy-seven. He was a Yale 
man and a Phi Beta Kappa man and 
taught school before entering the prac- 
tice of law. 

At the time he died he was a member 
of Gross, Gross & Hyde. In 1917 he 
was elected president of the Connecticut 
Historical Society. He also served as 
president of the Yale Alumni Associa- 
tion of Hartford; was president of the 
Hartford Bar Association, and for eigh- 
teen years he was Hartford Park Com- 
missioner as well as being twice presi- 
dent of the Park Board. He was one 
of the organizers of the Hartford Board 
of Trade; was active in many philan- 
thropic movements; belonged to a large 
number of clubs and was a persona: 
friend of many insurance men who 
greatly valued his advice. 





LOOKING FORWARD TO MEETING 





Expect Big Attendance at Gathering 
Tuesday; Oliver Thurman and 


L. G. MacDowell to Speak 


The officers of the Life Underwriters 
Association of New York, expect the Janu- 
ary meeting which will be held next Tues- 
day evening at the Hotel Astor, to be one 
of the best of the year. 

Oliver Thurman, superintendent of 
agents of the Mutual Benefit, will speak 
on “Selling Methods.” Mr. Thurman has 
made a detailed study and analysis of the 
methods used by the leading producer of 
his company. The conclusions he has 
drawn are of great interest and value, as 
is shown by the fact that Mr. Thurman 
has been unusually successful in training 
agents. 

Mr. Thurman was chairman of the ex- 
ecutive committee of the Life Insurance 
Sales Research Bureau during the first 
three years of the Bureau’s existence. Mr. 
Thurman was elected chairman of 
executive committee of the Association of 
Life Agency Officers at the last annual 
meeting of that Association in Chicago. 

Lester G. MacDouall, assistant trust 
officer of the Fidelity Union Trust Co. of 
Newark, is one of the leading authorities 
on the subject of the development of life 
insurance trusts. Mr. MacDouall has ad- 
dressed a number of bankers and life un- 
derwriters on the subject of “Life Insur- 
ance and Its Relation to Estates and 
Trusts.” ———————— 


ILLINOIS LIFE FIGURES 





Company Paid For $25,000,000 and Now 
Has Over $157,000,000 Insurance in 
Force; Other Increases 


At the close of 1924, the Illinois Life 
had more than $157,000,000 outstanding 
insurance which is an increase of $7,000,- 
000 for the year. Its admitted assets 
amounted to $26,500,000, an increase of 
$2,750,000, and its income for 1924 was 
over $6,000,000. 

Since its organization the company 
has paid policyholders and their benefi- 
ciaries $26,750,000. The paid-for insur- 
ance for last year was $25,000,000. The 
capital, surplus and special funds were 
$5,000,000, which is an increase of $1,- 
000,000. —————_ 

HOME OFFICE GROUP 

The United Life and Accident of Con- 
cord has issued a group policy covering 
the employees of the company. 
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Making Changes I A 
Outstanding Policies 


VIEWS OF OLIVER THURMAN 
Proper Protection for Insured’s Needs; 
Criticizes Agent with Selfish 
Motives 


In view of the talk around the coun- 
try about abstractors, policy analyzers, 
etc., what Oliver Thurman, superintend- 
ent of agencies of the Mutual Benefit 
wrote on the subject in 1921 (his audi- 
ence being the agency force of the Mu- 
tual Benefit) has been called to the at- 
tention of Tue Eastern UNDERWRITER 
as worthy of publication at this time. 
It is given herewith: 

“Many Mutual Benefit salesmen are 
devoloping a highly satisfactory business 
by formulating well-rounded insurance 
programs through which the peculiar 
needs of individual clients are best satis- 
fied. In completing a program of this 
character it becomes necessary fre 
quently to incorporate in it policies which 
may be in force in this or other com- 
panies and the spirit of service may 
even require of an agent that he sug- 
gest certain changes in outstanding 
polic 1es. : 

“It would be unfortunate if any agent 
should be prompted by a selfish mo 
tive to suggest a change in outstanding 
insurance which is not certainly to the 
advantage of the insured, or even to 
suggest a meritorious. change without 
carefully considering its effect upon the 
interest of some fellow agent or the in- 
suring company. 


Must Draw the Line at Twisting 

“Companies recognize the fact that in 
individual instances changes in out- 
standing policies may be advantageous 
and their practice or policy contract 
provides for such changes. In general 
any policy provision which may give an 
insured an advantage during the early 
years is accomplished at the expense of 
an equivalent advantage which may ac- 
true in later years. 

“The Company's attention has been 
called to suggestions made by some of 
our agents that an insured under a 
limited Payment Life or Endowment 
policy in another company may _ find 
available funds for the purchase of ad- 
ditional insurance in the Mutual Benelit 
by changing his pelicy into an Ordinary 
life form, thus releasing a part of the 
reserves. Deliberately to suggest such 
changes prompted by a_ selfish motive 
to write mew insurance is an_ indefen- 
sible practice and agents who have in- 
dulged in it must immediately change 
their method of solicitation. 

“The twisting of business is a repre 
hensible practice, condemned by all who 
strive to place our business upon the 
high plane which it should occupy and 
the deliberate suggestion of a change in 
a policy contract which is prompted by 
any selfish motive upon the part of the 
agent carries with it most of the ele 
ments which make the twister abhorred. 

“While it is not necessary to limit 
any agent’s right, if not his duty, to 
occasionally suggest changes in out- 
standing insurance, good ethics and the 
spirit of the Golden Rule should impel 
them to proceed openly and to furnish 
other interested parties with satisfactory 
explanations. 


Agents Must Be Above Reproach 


“The Company must insist that our 
fgents in developing a most useful ser- 
vice will so conduct themselves that 
there may be no occasion for reproach 
by representatives of other companies 
nor discredit to those of our own ranks 
who serve with unquestioned fidelity. 

“In delicate matters of this kind it is 
not sufficient for an agent to simply 
keep ‘his own conscience clear’ for he 
must be sure that his work does not 


become associated with the iniquitous 
practices indulged in by some who hide 
under the cloak of presumed service to 
policyholders. His service should be so 
open and so genuine that it can provoke 
nothing but the admiration of competi- 
tors.” 


DES MOINES BANK FAILURES 


Legal Reserve Life Companies Not Af- 
fected by Closing of Banks There; 


- lowa Business Thriving 


Des Moines legal reserve life insurance 
companies will not be affected by the recent 
closing of three Des Moines banks. ‘The 
closed banks simply had an “over dose” 
of public funds on deposit and they were 
unable to meet the immediate demand 
caused by changes in administration. 
Financial circles were little affected. The 
United States Bank, the Mechanics Savings 
Bank, and the Commercial Savings Bank, 
while “down town” banks, were primarily 
savings banks, and were not classed among 
the principal financial institutions. They 
possessed few insurance accounts and they 
were for the most part fully covered by 
Surety Bonds, 

There is every reason to believe that the 
banking situation in Des Moines will suffer 
no further setbacks. According to prom 
inent bankers, the remaining banks are 
thoroughly sound and = dependable—local 
industry is not suffering for the want of 
finance. The business tone is good and 
both the State and local bank officials are 
co-operating to protect the closed bank 
depositors through reorganization, consoli 
dation or liquidation. 

Life insurance business in December, 
not only in Des Moines, but throughout 
lowa, was good. Local companies report 
a splendid business, several general agencies 
and companies reported the largest Decem 
ber volume in history. 


FOR COLORADO FIREMEN 

The firemen’s pension fund of Colorado 
has been given $31,522, the amount shown 
being Denver's share of the license fees 
as paid by fire insurance companies oper 
ating in Colorado during the year of 1924. 
The municipal budget. donates ‘another 
$5,000. The money is invested for future 
use. 

Hugh Hince, formerly editor of the 
agency paper of the Connecticut Mutual 
Life, and now with Elmer A. Lord & Co., 
Boston, and now specializing in the writing 
of big business insurance, was a New York 
visitor this week. Mr. Hince, who has 
lived considerably abroad, recently returned 
from a trip to England. He is a student 
of the insurance business and correlating 
sciences, 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annua) Report shows: 


Premiums received during 


the year 925 $7,686,855 
Payments tw Polieyholders 

and thei Benentciaries in 

Death Claims. Kndow 

meuts. Dividends, ete...... 5,871,544 
Increase im Assets......... 2,401,567 
Actua! Mortality 56% of the 

amount expected 
Insurance im Force.......... 247,373,210 
Admitted Assets .......... 48,655,222 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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Increase 


Your Sales 
and Profits 


Investigation will prove to you that 
Accident Insurance is for the sales- 
man what the storekeeper would call 
a quick turnover article. It sells quick- 
ly and the sales resistance is usually 
low. The business renews readily and 
pays the same renewal as initial com- 
mission. 


Accident Insurance is an 
Interview-getter: 


Everyone needs it. 
Everyone can afford it. 


Everyone is heir to accidental 
injury. 


Everyone knows accidents are on 
the increase. 


More Business—that’s 
what you want 


Our standard and special contracts 
will convince you that the answer 
to your problem is found in: The 
writing of Accident Insurance. 





If your company does not handle Accident 
Insurance, write us for complete information. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, ST. LOUIS 
ACCIDENT — HEALTH — 


LIFE — GROUP 





January 9, 1925 
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Losses From Fake 
Stock Promotions 
$6 Per Capita 


Associated Advertising Clubs Make 
Survey Showing Loss of 
About $700,000,000 








WHERE LOSS WAS GREATEST 





Wage Earners Chief Victims; $25 
Per Capita in Places; Want 
Insurance to Help 





An investigation just conducted 


. through the vigilance committee of the 


Associated Advertising Clubs discloses 
that the total loss resulting from fraudu- 
lent stock promotions throughout this 
country amounts to $6 a head annually 
for every man, woman and child of the 
population. The total amount of the 
annual loss from this cause estimated 
as between $600,000,000 and $700,000,000, 
is based upon definite reports from local 
Chambers of Commerce and_ Better 
Business Bureaus in cities and does not 
take into account the scattered losses. 
Other estimates have been as high as 
$1,000,000,000. 
Ask Companies to Cooperate 


The vigilance committee of the As- 
sociated Advertising Clubs has suggested 
to some of the life insurance companies 
that warnings be sent to policy holders 
against the operations of fraudulent 
stock promoters. An effort will be made 
to have banks, insurance companies and 
similar institutions cooperate in check- 
ing this great national waste. F 

A questionnaire sent out by the vig- 
ilance committee of the Associated Ad- 
vertising Clubs asked the local organiza- 
tions to estimate what the annual loss 
in that particular city was from fraudu- 
lent stock promotions and what meas- 
ures if any were used to combat this 
activity. 

Of approximately 350 organizations re- 
porting, only 5% were of the opinion 
that there had been an increase in such 
stock promotions over last year. The 
losses reported were from “none” in 
some very small cities, to $20,000,090 
which was the estimates given for two 
of the larger cities. 

“Boom” Towns Easy Marks 


The facts reveal that rapidly growing 
or “boom” towns were the hardest hit. 
Industrial or factory towns in the vicin- 
ity of large cities were also heavy 
losers. Farming communities are found 
to be probably the least prolific terri- 
tory for the wildcat promoter, which be- 
lies the traditional notion that the un- 
sophisticated rural inhabitant was the 
easiest mark for the promoter. 

Foreign Born Pay Bill Toll 

As to a class segregation of the losses, 
the foreign born pay a heavy toll to the 
fake stock promoter. The crudest type 
of “get-rich-quick” idea is usually sold 
to the foreigner who does not understand 
the advantages of putting his money in 
the bank, but hoards it until someone 
tempts it away from him. 

An attempt to separate the losses on 
the occupational basis presented con- 
siderable difficulty, but it would seem 
that miners—coal and iron miners— 
particularly in the mountainous districts 
of Pennsylvania were among the heav- 
iest losers. Factory workers in Massa- 
chusetts, Michigan, Indiana and Ohio 
were also among the biggest contribu- 
tors to the fake promoter. Fraud pro- 
motion among the oil workers was com- 
paratively less than expected. 

As to the different territories, the 
comparatively small amount of losses 
in the South and in the agricultural 
districts of the Middlewest, offer some 





room for speculation on the reasons. 
One may be that farmers usually invest 
their savings in improvements to their 
property or in acquiring additional land. 

The results show that it is the unedu- 
cated men and women who contribute 
most to the stock fraud funds. It is the 
small “sucker” who is the promoter’s 
chief victim. 

Sectional Showing 

Michigan seems to have been the eas- 
iest state, reporting the greatest loss. 
Yet not far behind in per capita amounts 
are Pennsylvania, Massachusetts, Ohio, 
Indiana and New York. The highest 
per capita loss—$40—was reported by a 
group of towns in Pennsylvania whose 
total population is about 10,000 and the 
largest of which is 6,000. 

There were two cities of 40,000 popu- 
lation, one in Michigan and one in Ohio, 
each of which reported a loss of $1,000,- 
000 or $25 per capita. 

New England shows losses of about 
the average. Massachusetts and Rhode 
Island were above the average. Connec- 
ticut at the average and the northern 
states of this section below it. 

New York and Pennsylvania were 
more lucrative fields and so was New 
Jersey but not to the same extent. 

The section which suffered the great- 
est per capita loss was the industrial 
Middlewest, Michigan, Ohio and_ In- 
diana. Illinois probably felt the effects 
of the fake stock activities somewhat less 
than these three. 


Locate Beneficiaries 
By Greeting Letter 


EQUITABLE LIFE’S EXPERIENCE 


President Day’s Annual Letter Sent to 
Policyholders Results in Finding 
Unknown Beneficiaries 





The Equitable Life Assurance Soc- 
iety follows the practice of sending to 
all policyholders at their last known ad- 
dress an annual letter by President W. 
A. Day. Some curious experiences have 
resulted from this practice. In the case 
of certain policies which have become 
paid up for a reduced amount because 
of the non-payment of premiums, or 
carried automacially under extended 
term insurance, all trace of the policy- 
holder has often been lost. In a number 
of such instances the policyholder has 
died, and no claim has been made by 
the beneficiary, or the Equitable notifi- 
ed in any other way. 

In half a dozen or more of these cases 
the President’s recent letter to Policy- 
holders has caused relatives of the In- 
sured to inquire as to the existence of 
a policy, and whether it was in force at 
the time of the Insured’s death. 

One of the most interesting of these 
cases is in connection with policy No. 
1,763,703 issued in 1912 to Thomas A. 
Carter, who died at Camp Upton in 
March, 1918. Premiums had been paid 








know that 


time of the year. 


gasoline engines. 


are closed. 


life. 


sure protection 


ample ventilation. 





as Ours. 


Over Sixty Years in 
Business. Now In- 
suring Over Two 
Billion Dollars in 
Policies on 3,500,000 
Lives. 


CARBON MONOXIDE GAS 


Is there a duty for insurance men? 


You and we, as fellow underwriters, 
CARBON MONOXIDE 
GAS is a frequent cause of fatalities. 
We are reminded of it especially at this 


This gas is a product of combustion 
from either stationary or automotive 
It is invisible, odor- 
less, tasteless, and non-irritant. 
hale a seemingly negligible quantity 
means almost immediate loss of life. 

Knowing this, it is clearly our duty to 
warn the owners of cars not to run their 
engines when garage doors or windows 


Join us in this work of safeguarding 
Tell every insured that the only 
against CARBON 
MONOXIDE GAS is fresh air and 


This is a duty, and it is yours as well 


This appeal is for the furtherance of the CARBON MONOXIDE 
WARNING, verbally or otherwise, to the General Public. 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
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to November, 1916, and the policy was 
still in force this year owing to the ex- 
tended term feature. The president’s 
letter, mailed to the last known address 
on the Society’s books, was returned 
stamped “Deceased.” The matter was 
then referred to one of the Equitable’s 
investigators who succeeded in locating 
the insured’s sister. Not a single mem- 
ber of the family knew of the exist- 
ance of the insurance. A check from 
the Equitable for $1,087 was shortly 
after issued in full settlement. 

In another instance a much older 
policy, No. 101,200, issued to V. W. 
Crowson, of Westfield, Mass., was 
brought to the attention of the family 
through the president’s letter, although 
the insured had died over twelve yeare 
ago. The insurance, which was for the 
paid up value at the time of death, 
amounted with interest to $244.02 and 
was paid by the Equitable on Novem- 
ber 28, the day proois of death reached 
the home office. 

Here are four other cases, all involv- 
ing small paid-up policies, but which 
the Equitable was able to pay as the 
result of inquiries inspired by the pres- 
ident’s polhcyholders service letter: 

Policy 145,853, ‘Thomas G. Poe, of Vid- 
alia, Ga., paid up $200; claimant did not 
know oi the existence oi the policy; 
insured died June, 1922, and claim was 
paid November 18th, 1924. 

Policy 174,091, Horner H. Brown, of 
McKeesport, Pa. Paid up policy $150; 
insured died February 9, 1911; claim 
paid October 24th, 1924. Beneficiary 
gives as the reason for not claiming 
previously that she thought the policy 
had no value and did not consider it 
worth inquiring about. 

Policy 1,124,201, James B. Bellamy, 
Inverness, Ila., paid up policy $80; in- 
sured died December 12th, 1919. Bene- 
ficiary states that she believed policy 
was destroyed many years ago on the 
theory that it had no value. Claim paid 
December 2nd, 1924. 

Policy 1,242,098, John Shaw, of Jordan, 
N. Y., paid up policy $176; insured died 
March sth, 1923; claim paid October 
28th, 1924; beneficiary states she believ- 
ed insured destroyed the policy not re- 
alizing it had any value. 





ARMOUR & CO. GROUP 


About 17,000 Employes Insured for Total 
of $30,000,000; Amounts from 
$1,000 to $10,000 


Nearly 17,000 Armour & Co. employes 
will become eligible to group insurance 
furnished by the company for amounts 
from $1,000 to $10,000, according to their 
annual salaries. 

‘The insurance available to employes will 
aggregate $30,000,000. 

k:mployes who now are identified with 
or who are eligible to the company pension 
fund will be the participants. There are 
SUV pensioners now on the rolls, Every 
male employe from the age of 16 up who 
draws a salary of $10 a week or more be- 
comes a member of the pension fund. 

PENSION PLAN A SUCCESS 

Goulden, Cook & Gudeon, general agents 
for the Connecticut General in New York, 
report that the pension feature of their 
plan for insuring Boomer-duPont employ- 
ees, as announced in ‘THE EasTeRN UNDER- 
WRITER last week, is meeting with suc- 
cess. ‘This plan, originated by Mr. Goulden, 
provides that the hotel workers pay for 
their pensions on a contributory basis, 
allowing a small amount to be taken out 
of their salaries each week. It is not 
mandatory for them to do so, but it has 
been presented to them in the light that 
it is for their own good. 


WALKER IN LOS ANGELES 


Matthew Walker, former home office 
manager of agencies of the Provident Mu- 
tual Life, is now located in Los Angeles, 
where he is associated with Harold D. 
Leslie as Walker & Leslie, managers for 
Southern California of the Northwestern 
National Life of Minneapolis. Walker & 
Leslie are writing from four to five hun- 
dred thousand dollars a month. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















Often you will have 


Dividends a prospect who wav- 
As a Sales ers between taking 
Producer the amount he should 


have for full protec- 
tion or a lesser amount that he feels he 
can pay for more conveniently, says the 
Guardian Life. 

In such cases it is well to forcibly 
drive home the fact that the good div- 
idends can help greatly to reduce prem- 
ium deposits. 

For instance, on a $10,000 Ordinary 
Life Policy at Age 35 the first dividend 
under the new scale will be $52.50, or 
20 per cent of the premium. The third 
dividend will be $55.10, the fifth $58.00, 
etc. By making an illustration in this 
way it will be obvious to the prospect 
that dividends are a great help in meet- 
ing premiums. 

The new scale of dividends is like- 
wise decidedly interesting to old policy- 
holders. It would be well to call in per- 
son to bring this to their attention, and 
so introduce the thought of additional 
insurance on their own lives, or new in- 
surance on members of their families. 


*_ * &* 


A. W. Voedisch of 


Double the Rockford Agency 
Call of the Equitable of 
System lowa, is a believer in 


the “double call sys- 
tem,” which he explains in the following 
article: 

Before calling on a prospect be sure you 
are fully equipped in order that you may 
follow out this presentation smoothly. 

1. Before approaching any home, office 
or factory be sure you know all about your 
prospect. 

2. Be sure you have enough literature 
to be able to leave the pamphlet best suited 
to your prospect’s need. 

3. If in new territory, call on, and sell 
the leading social, business and professional 
men in that community. These names will 
make good references. 

4. Be sure you know your own proposi- 
tion in order that there will be no hesita- 
tion on your part. This will secure the 
confidence of your prospect. Be able to 
answer every question quickly. 


First Call 


Results have proven the effectiveness 
of the double call system, in other lines 
as well as in insurance. Rubber stamp 
your signature on ten pamphlets you in- 
tend to use that day. Distribute them in 
the late afternoon, about 3:00 o'clock. 
When you approach the office of your pros- 
pect, approach in a brisk, business-like and 
confident manner. Smile and say: “The 
Service Departinent of the Equitable Life 
of Iowa has requested that I give you 
this pamphlet explaining in a small way 
our new form of contract. I will be back 
tomorrow and give you any information 
you may want. Good-by.” 

Positively make no attempt to sell. Make 
no definite appointment for your call the 
next day, but as you are leaving, say that 
you will be over about 9:15 or any hour 
you may select. Then be there. 


5 


Second Call 


6. In making the second call, when you 
have the attention of your prospect, take 
off your hat, smile and say “I came in to 
explain the contract referred to in the 
pamphlet I left yesterday. This is free 
service we are giving and the purpose of 
this call is to give you information on this 
contract and please bear in mind that you 
are not obligating yourself in any way.” 

Remember, for an agent to get the best 


results the prospect must be made to feel 
at ease, and in a most receptive mood. 
Regardless of your approach, if you have 
the confidence in yourself that you should 
have, it is an easy matter’ to invite your- 
self to be seated. Put your prospect at 
ease and then begin in an earnest, con- 
fiding tone of voice. 


“The biggest problem of our company 
is to give you the largest amount of pro- 
tection at the lowest cost possible. This 
has been worked out by over fifty years 
of experience. We have paid millions to 
widows and orphans and as much to living 
policyholders. We make it possible to con- 
tinue your income even though you are 
disabled, and if you should die we will 
continue this to your wife as long as she 
may live.” 


Explain your contract in such a way 
that your prospect will think as much of 
it as you do. The intelligent solicitor 
knows his business. Since he is a student 
of human nature he is aware that the 
avenues Of approach are as numerous as 
the different characters he meets. He 
studies his prospect. Without being curi- 
ous he acquaints himself with all the 
knowledge possible about his prospect and 
selects the contract best suited to his 
needs. He is alert and watches every 
change of mood in his prospect, constantly 
bearing in mind that his prospect wants 
what he has to sell if it is only shown to 
him. 


* * * 

Many _ successful 
Get Leads life insurance — sales- 
From Your men keep themselves 
Prospects stocked up with live 


prospects by getting 
leads at the close of their interviews. Re- 
gardless of whether or not a sale has been 
made, the interview is concluded by say- 
ing: “Mr we call only on men 
who are able and willing to take insur- 
ance. Perhaps you wonder how we get 
these names? Here is how we do it: 

“We have a little system at our office 
based upon the belief that every man 
prefers to do another man a_ friendly 
service, if he were shown how he might 
do it. 


“Now you appreciate that it is not mere- 
ly a friendly act to me or to my company 
but it is a generous friendly act for this 
friend of yours, whose name you are going 
to give me. 


“You believe in life insurance; you car- 
ry it. You would not be insured today, 
if an agent had not come to see you. 
Now, I would like to go and see your 
friend, and if I am successful in selling 
him, you will be directly responsible for 
the good work accomplished.” 

* * * 


Newspaper clippings 
in which pertinent life 
insurance facts, argu- 
ments or sound rea- 
soning are brought out 


Good Use in 
Scrapbook 
of Clippings 


if installed in a handy scrapbook may 
provide the very ammunition to turn 
opinion in your favor where a_ prospect 


is hanging fire, says the 


3ankers Life bul- 
letin. 


It is not a difficult task to maintain 
a scrapbook and one may prove to be an 
extremely valuable canvassing document, 
particularly if the matter has been well 
chosen and is right along -the line of 
thought of the salesman employing it. 


Another method of using newspaper 
clippings has been found to be of value 
by some agents. Attach several clippings 
together with a paper clip, slip in your 
business card with a few explanatory notes 
on the back and mail the clippings to your 
prospect. Very often it will prove the de- 
ciding factor in clinching the sale. 





= 





NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 





























Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 

Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. : . 
Has always extended reasonable assistance and encouragement to its representatives 

te develop and held their business. 


John Barker, Vice-President Frederic H. Rhodes, Vice-President 

















MORE THAN 50% 


of the business written by some of our larger agencies is @ 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 
Office for information. ; 
Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 


of a Billion insurance in force. Faithfully serving insurers 
since 1878. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 








| A few agency openings for the right men. 





























Six Years of. Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


DES MOINES IOWA 





GEO. KUHNS, President 


























A CROSS-WORD PUZZLE 


may offer “a substitute for service.” Its answer would baffle us because 
we can think of no substitute for the helpfulness of direct and earnest 
co-operation. 

Lincoln National Life officers have been under fire as practical field 
men and in the years gone by have wrestled with the everyday problems 
of the agent. Their experience taught them that no makeshift can take 
the place of the assurance of direct backing from the Home Office. 

Practical training for beginners, .circularizing prospects, 


prompt 
issuance of policies are helps for which there are no substitutes. 





LINK UP (with THE) LINCOLN) 


The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 
Now More Than $325,000,000 in Force 
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This 
birthday. 
every 


DISABILITY CLAUSES and 
are guaranteed by State Endorsement. 


PEACE 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, age 4 








HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 
pth ag THE ENTIRE — 
Company issues all modern forms of policy 
INDUSTRIAL — _—s eo FULL IMMEDIATE BENEFIT from date of issue and 


to-date res) 
ORDINARY POLICIES paren ene SPECIAL DISABILITY and 
PERMANENT 


A HOME LIFE POLICY BRINGS 
OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 


E. BRYAN KYLE, Medical Direc 
INDEPENDENCE SQUARE ¥ 


contracts from BIRTH to 68 years next 


TOTAL AND 
DOUBLE INDEMNITY FEATURES, and 


P. J. Wrap rrr eetretine 
JOHN J = LLAGHER, T: 


PHILADELPHIA, PA. 








JACKSON MALONEY 
Vice-President 








PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 

REAL CO-OPERATION. 


A. MOSELEY HOPKINS 
Manager of Agencies 

















Leads Travelers 
For Fifth Year 


BOOKSTAVER AGENCY RECORD 





Adopt New Agency Production System; 
Leaders Get Gifts of Traveling Bags 
at Luncheon 





The J. D. Bookstaver agency of The 
Travelers led all the agencies of the 
company in paid for business for 1924. 
This office had over $23,000,000 issued 
and over $18,000,000 paid for business 
last year, making the fifth consecut tive 
time that the agency has led the entire 
Travelers organization. In the amount 
of premiums the agency exceeded 1923 
by $13,000. 

The standing and figures of the Book- 
staver agency were made known at a 
luncheon on Wednesday given at the 
Grand St. Boys’ Association attended 
by about 130. J. D. Bookstaver presided 
and among the guests were Assistant 
Superintendent of Agencies Frith and 
Dr. Richard H. Hartman, who has often 
addressed the agency on_ psychology. 
Mr. Bookstaver announced that an 
agency club had been started to be 
known as the “Systematized Self Super- 
vision Club” or the “Three S Club,” the 
members of which would enroll in a plan 
for systematizing their work. Leads will 
be given the members, a careful checking 
of results will be made and a weekly 
conference held. A preliminary testing 
of the plan has produced excellent re- 
sults. 

Under a new system the leaders of the 
agency are ranked according to paid pre- 
miums. Each of the leaders was pre- 
sented with a traveling bag by Mr. 
Bookstaver, the leaders in the order of 
their rank following: Eugene H. Ziegler, 
Solon Schiller, Mayor Angstreich, Horace 
S. David, Abraham Rubeck, Abraham 
Alexander, Louis B. Paiewsky, Archie 
Gottler, Isadore Ehrlich, Julius G. Feit, 
Jack Warshauer. 





BOOKSTAVER AGENCY TO MOVE 


The J. D. Bookstaver agency of the 
Travelers now at 123 William Street will 
move about May 1 next to 110 William 
Street. The agency will occupy a large 
part of the nineteenth floor as it has out- 
grown the present quarters. 


HART & EUBANK VISITORS 


Gordan H. Campbell, Aetna Life gen- 
eral agent at Little Rock, and one of 
the Aetna’s largest general agency pro- 
ducers; G. S. Maryman, a star producer 
of the Little Rock agency; Walter Sto- 
vall, = Jonesboro, Arkansas agency, and 
S. J. T. Winne, also of the Little Rock 
a ly were visitors at the Hart & 
Eubank Agency this week, conferring 
on agency methods. They had been at 
the home office. 

PRUDENTIAL’S NEW ¢ OFFICES 

The Prudential has opened a new office 
at Norristown, Pa., with Claude S. Snyder 
as superintendent. Mr. Snyder entered the 
service of the company in the York district 
in 1908 and has been steadily promoted 
since. 

Another district has been created at 
Scranton and the company has placed in 
charge of it as superintendent Denis J. 
Kelleher who has been in the service of the 
company at Scranton since 1910. 








The Columbian National Life Insurance Company 


Boston, Massachusvtts 
ARTHUR E. CHILDS, President 
Columbian National Agents are in a position to offer the best forms of 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Policies backed by one of the strongest companies in the country, having 
ample capital, surplus and highest standard of reserves. 








GETS 100% CASH PAYMENT 





William M. Ferguson of Pittsburgh Has 
Remarkable Record For Getting 
Advance Settlement 


William M. Ferguson of the Pitts- 
burgh agency of the Equitable Life As- 
surance Society has made a remarkable 
record in getting advance settlements 
on policies either with the application or 
on delivery. His record amounts prac- 
tically to 100% cash settlement. 

Since he entered the business about a 
year ago, he has insured 117 persons for 
$184,250. While his cases are of medium 
size, he has in all but two instances 
secured full settlement for the first 
year’s premium either at the time the 
application was written or when making 
delivery of the policy. He was formerly 
in the hotel business, later had an inter- 
est in a Department Store, and subse- 
quently was proprietor of a garage. He 
is a graduate of Penn State College, and 
is supplementing this with a course at 
the Insurance School at the University 
at Pittsburgh. 


PRUDENTIAL HOUSING LOANS 
Total Reaches $73,000,000 With $22,000,- 
000 Gain During 1924 Over 
Previous Year 


An increase of twenty-two million 
dollars over 1923 is the housing loan rec- 
ord of The Prudential for 1924. 

This company reports having actually 
made housing loans this year of $73,000,- 
(00 providing accommodations for 22,986 
families, as against $51,000,000, for 17,016 
families in 1923. 

The loans, made in various parts of the 
United States and Canada, form part of 
the Prudential’s plan to reduce the hous- 
ing shortage, which is still acute in many 
places. 


ANNUAL ALLEN DINNER 
New England Mutual in New York Hold 
Get-together; Schmidt Biggest 
Producer Presented With Pen 


On January 3 the annual dinner of the 
Edward W. Allen Agency of the New 
England Mutual Life in New York, was 
held at the Union League Club, Brooklyn. 
Edward W. Allen was the host and ex- 
pressed his appreciation of the 1924 pro- 
duction of the agency. Plans for 1925 
were discussed and individual quotas ar- 
ranged, providing for a substantial in- 
crease in the coming year. 

H. Arthur Schmidt, who has achieved 
the honor of being the largest personal 
producer in the entire New England Mutual 
ranks, was presented with an engraved 
gold fountain pen by his associates, as a 
testimonial of his success. He wrote over 
a million paid- for last year. 

CONNECTICUT MEN ELECT 

The Connecticut Life Underwriters’ 
Association at its annual meeting at the 
Hartford City Club elected the following 
officers: President, Edward S. Doton, 
New London; Vice-president, Fred S. 
Keech, New Haven; Secretary-Treasurer, 
James E. Benny; Directors, Fred A. 
eo 2d, Bridgeport; George W. 
Green, Waterbury H. L. Machol, New 
Haven; T. Phillips, Bridgeport; John 
H. Ehn, Hartéor, and W. J. Tuller, Hart- 
ford. —— 


TEACHERS’ GROUP PLAN ILLEGAL 

In the opinion of Assistant Attorney 
General Gibson of Austin, Texas, group 
insurance for San Antonio school teach- 
ers is illegal. This insurance has been 
conditionally contracted for by the San 
Antonio School Board. Mr. Gibson’s 
opinion, however, will be reviewed by the 
entire attorney general’s department be- 
fore a formal decision is given to the 
school board. 





EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 
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With increased! facilities, it is now 
hetter prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 








More ‘Punch’ in Agency 
Organization Seen 


STRIKE NOTE OF MILITANCY 





Applies to all Branches of Business; 
Executive Committee of Life Under- 
writers to Meet 





Students of the business have noticed 
one very interesting trend during the 
past year and that is the growing tend- 
ency on the part of the agency and man- 
agerial associations toward what might 
be called “militancy.” All three associa- 
tions—the National Association of Life 
Underwriters, the National Association 
of Insurance Agents and the National 
Association of Casualty and Surety 
Agents—have at some stage during the 
past year been in opposition to com- 
panies. 

In fire insurance the National Asso- 
cjation of Insurance Agents is at the 
present time in a battle with the Fire- 
men’s Insurance Company of Newark and 
the Northwestern National Fire Insur- 
ance Company of Milwaukee, two points 
at issue being the appointments of trust 
companies as insurance agents and own- 
ership of expirations. 

The National Association of Casualty 
and Surety Agents and the leading cas 
ualty companies are not in agreement as 
to commissions, based upon the dis- 
satisfaction of the former with an agree- 
ment which all interests arrived at fol- 
lowing conferences called after Super- 
intendent Stoddard had told insurance 
people to get together on the subject of 
acquisition cost. 

In life insurance, the Life Underwrit- 
ers Association of New York went té 
the mat with two companies over the 
so-called “Half Premium Policies,” 
finally appearing before the insurance 
commissioners. A large number of other 
life underwriters associations backed up 
the New York association, although 
some in prominent cities did not do so 

all of which centers considerable in- 
terest on the midyear meeting of the 
executive committee of the National 
Association of Life Underwriters which 
will be held March 9 at the Hotel Astor. 
The situation to date relative to com- 
petition with modified premium policies 
will undoubtedly come up for review or 
discussion and there are other questions 
of interest. 

The sales congress of the New York 
association will be held at the Hotel 
Astor on March 11, the day after the 
midyear meeting of the executive com- 
mittee. 


WANT LABOR’S HOME OFFICE 


An effort is being made in Wisconsin 
to capture the home office of the insurance 
venture of the American Federation of 
Labor. Gov. John J. Blaine has_ sent 
letters to all congressmen, Mayor Daniel 
Hoan of Milwaukee, Senator Robert M. 
LaFollette and _ railroad brotherhoods, 
urging them to support this effort. 

Gov. Blaine feels that Wisconsin is 
the logical place for the unions to launch 
such an undertaking. The American Fed- 
eration of Labor decided upon a life insur- 
ance undertaking at its meeting in El Paso 
recently. 
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Insurance For Self 
Supporting Women 


POLICIES MOST | ATTRACTIVE 


Ninety Per Cent of Women Dependent 
at Age Sixty; Variety of Choice in 
Forms Offered 


Ninety per cent ‘of the women of the 
country are dependent at age sixty and 
the self supporting woman of today must 


provide for her independence by saving, 
said Mrs. Florence P. Clarendon, of the 
United States Life, speaking recently 
before the Business and Professional 


Women’s Club of New York. Some of 
the points she made in telling why women 
should carry life insurance are given in 
the following. 

The business woman must depend upon 
the fruits of her own savings to maintain 
her when she ceases activities in the ‘finan- 
cial world. Pension systems, with sickness 
and disability benefits, are operative in a 
few large corporations, but the custom is 
by no means general. Thus it behooves the 
self-supporting woman to observe in early 
years the cardinal virtue of thrift if she 
would continue to be independent when her 
earning power has ceased. 

Robert Burns has defined with clear 
insight the real reason for thrift, and for 
sav'rg money. He says it-is 

Not for to hide it in a hedge, 

Not for the train attendant; 
But-for the glorious privilege 
Of being independent.” 


With their growing activities in the 
business and professional world, women 
have shown an increasing interest in the 


benefits of life insurance—as 
for the Autumn of Life, 
tion for their dependents. 

Many women are _ responsible 
partial—often the entire—support of one 
or more dependents. It is a responsibility 
which necessitates that provision be made 
in case the breadwinner is suddenly called 
to the Great Beyond. Life insurance meets 
this responsibility for in saving for her 
own future through life insurance the 
business woman is at the same time pro 
viding for the protection of her dependents. 

Ninety Per Cent Dependent 

It has been said that 90% of the women 
in this country are dependent upon relatives, 
friends or charity when they attain sixty 
years of age. This is not a pleasant pros- 
pect to the self-supporting woman who 
now enjoys a comfortable income derived 
from her own activities. Yet how small 
a sum is needed to bridge the gap 
between complete penury and a modest 
independence ! 

One of the most systematic methods of 
saving is by means of an Endowment 
policy in a life insurance company. The 
premium payments call for regular deposits 
at stated intervals, and the usual notice of 
reminder sent by the company just before 
each premium due date acts as a gentle 
compulsion to stimulate the habit of thrift. 
The difficulty in saving by most other 
methods is that there is no necessity for 
making a stipulated deposit at a stated 
time. The young woman who starts out 
with the best intentions to save is apt to 
falter in well doing after the first flush of 
thrift has paled. She may protest that 
she can save a stated weekly or monthly 
amount, or that she plans to deposit at 
regular intervals through some other 
channel a certain percentage of her yearly 
income. ; 

Does she do it? I think a frank reply 
Will often reveal the fact that while her 
intentions are good, she finds herself all 
too frequently slipping a cog in the wheel 
of her system. 

“If I didn’t have an Endowment policy 
on which to pay premiums, I wouldn't 
save a thing this month” said a school 
teacher to me recently. 3ut I’ve got too 
much pride not to dig up premiums when 
they are due, and I find that my life insur- 
ance policy is teaching me_ systematic 
saving.” 


a provision 
and as a protec- 


for the 


Forms That May Be Used 
The 20 Year Endowment policy has 
received—quite deservedly—much publicity. 








THE EUREKA-MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 


Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 








It has been so widely advocated, however, 
as the proper life insurance for the self- 
supporting woman under all conditions that 
few realize the flexibility of the Endowment 
form. 

The Endowment policy is a thrift policy. 
It builds up a fund which is payable to the 
insured at the end of the stated Endowment 
period. If the insured should die at any 
time after the first premium is paid, and 
before the end of the Endowment Period, 
the full face amount of the policy is pay- 
able to the beneficiary she has named. 

Ordinary Life and Limited Payment 
Policies are taken primarily for the pro- 


tection of a beneficiary—wife, mother, 
children, or other relative. Under these 
“Life” policies the insurance is payable 


upon the death of the insured to the bene- 
ficiary. 

You will see, 
ment Policy 


therefore, that the Endow- 
which builds up a fund pay- 
able to the insured is the form of life 
insurance which is more apt to appeal to 
the self-supporting woman who prepares 
for Old Age Independence. 

The 20 Year Endowment Policy is an 
excellent form for saving, but a woman 
who is about fifty years of age is not apt 
to become enthusiastic over a thrift plan 
which will not yield its proceeds to her until 
she is seventy. A 10 Year Endowment 
would have a much stronger appeal for 
her, because when taken at age fifty it 
matures when she is sixty—about the time 
when many women are thinking seriously 
of retiring from business or professional 
activity. 

A modern policy benefit that is particu- 
larly attractive to the self-supporting 
woman, is the disability benefit. When this 
is included with the Endowment Policy it 
guarantees that if the insured should at 
any time prior to the maturity of her 
policy, and before age 60, become per- 
manently and totally disabled, and there- 
after unable to earn her living, all 
premiums under the Endowment are 
waived, and in addition she will be entitled 
to the receipt of a monthly income of 1% 
of the face value of her policy during this 
disability. Yet if she were to die before 
the policy matured the entire proceeds 
would still be paid to her beneficiary, and 
if she lived to its maturity the Endowment 
proceeds would be paid to herself in 
full, irrespective of any disability income 
that may have been paid previously. 


RELIANCE LIFE INCREASES 


In 1924 the Reliance Life of Pitts- 
burgh, paid for 25,705 life policies for 
$62,046,410, as compared to 22,915 life 


policies for $55,967,485 paid for during 
1923. Its insurance in force at the end 
f 1924 was $285,284,904. 


MANAGER AT TOLEDO 
The Missouri State Life has appointed 
as its manager at Toledo, Fred J. Dieterle 
who has been assistant manager at Detroit. 
He succeeds William Harn, who will de- 
vote himself to personal production. 


Uniform Bill For 
Assessment Mutuals 


APPROVED BY COMMISSIONERS 


Minimum Reserves On 
Contracts and Management and 


Provides for 
Control of Organizations 

After years of effort on the part of the 
mutual life underwriters associations a 
uniform bill for the valuation, management 
and control of mutual assessment life asso- 
ciations has been agreed upon and has been 
formally adopted by the Insurance Com- 
missioners On the recom- 
mendation of actuaries Grady H. Hipp of 
the New York Insurance Department and 
Walter A. Robinson of the Ohio Insurance 
Department, the committee on laws and 
legislation reported favorably on the uni- 
form bill. 

The features of the bill are that it re- 
quires these associations to maintain assets 
in excess of other liabilities to provide for 
reserves not less than the minimum reserves 


Convention. 


of the American Experience Table and 
4% interest. Other portions of the bill 
follow: 


Contracts may provide for not more than one 
year preliminary term insurance by incorporating 
therein a clause plainly showing thdt the first 
year’s insurance under such contracts is term 
insurance, purchased by the whole or a part 
of the contribution to be received during the 
first contract year, and such contracts may be 
valued on the basis of the mortality table and 
interest rate above prescribed by the preliminary 
term plan modified as follows: If the premium 
charged for any contract exceeds that charged 
for like insurance under twenty payment life 
preliminary term contracts of the same associa- 
tion, the reserve thereon at the end of any year, 
including the first, shall not be less than the 
reserve on a twenty payment life preliminary 
term contract issued in the same year and at 
the same age, together with an amount which 
shall be equivalent to the accumulation of a 
level net premium sufficient to provide for a 
pure endowment at the end of the premium 
paying period equal to the difference between 
the value at the end of such period of such a 
twenty payment life preliminary term contract 
and the full level net premium reserve at such 
time of such a contract. The premium pay- 
ing period is the period during which premiums 
are concurrently payable under such twenty 
payment life preliminary term contract and such 
other contract. 

Under any contract providing, in addition to 
the regular contributions, for the payment cur- 
rently of additional contributions to the extent 
needed to pay its share of claims and expenses 
and to maintain the tabular reserves required 
hy this act, or requiring any such additional 
amount to be charged as an indebtedness not 
exceeding the tabular reserves on the contract 
and providing for terminating the contract when- 
ever such charges shall equal the tabular re- 
serves, no liability shall be charged in any 
valuation for any deficiency in future con- 
tributions so long as such payments are actually 
collected or such charges are actually made. If 
any contracts are issued on or after January 
1, 1926, which do not contain the above pro- 
visions, the association shall maintain as to such 
contracts the reserve required by sections 

. (nsert proper reference to statutes 
eulating to reserve requirements applicable to 
life insurance companies.) 

The assets representing the reserves on all 
contracts issued on and after January 1, 1926, 
and on such other contracts as the association 
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shall designate upon which a reserve at least 
equal to the minimum reserve prescribed herein 
has been accumulated, shall be held separate 
and distinct, for the sole and separate use and 
benefit of such contracts and the insured and 
beneficiaries thereunder, and no other contracts, 
insured, beneficiaries or claimants shall have or 
acquire any right or interest therein; and pro- 
vision shall be made for requiring during each 
calendar year from such contracts as are not 
included under this paragraph contributions, 
which together with available assets not so 
held separate, shall be sufficient to provide for 
the shares of claims, expenses and other current 
liabilities to be borne by such contracts as are 
not included herein; provided, that no such 
separation shall be required whenever reserves 
on all outstanding contracts are maintained in 
accordance with the provisions of this act, 

Such association may accumulate, maintain 
and distribute a surplus or surpluses over and 
above such reserves and shall do so as the laws 
of the association may provide in conformity 
with this act. 

Nothing herein shall be construed as giving 
to any individual contract, insured or bene- 
ficiary any right or claim to any reserves or 
surplus or to any part thereof other than in 
the manner and to the extent provided in the 
contract or laws of the association; nor as mak- 
ing any such reserves, except the reserves re- 
quired herein, a liability in determining the 
solvency of the association. 

Unless an association shall provide otherwise, 
the actual mortality experienced on all outstand- 
ing contracts shall be determined and dis- 
tributed between all such outstanding contracts 
in proportion to the cost of insurance on the 
basis herein provided or such other mortality 
table approximating the experience of the 
association as it may provide. 

Every association may include in contracts 
issued hereunder, provisions for total and 
permanent disability benefits, accidental death 
benefits, annuities, and the payment of the bene- 
fits in installments; provided that it shall main- 
tain for all such added benefits, any additional 
reserves required upon similar benefits by the 
provisions of law relating to life insurance com- 
panies, which additional reserves shall be sub- 
ject to the provision herein for segregation of 
reserves, 

An association or its contracts may provide 
for cash surrender and loan values to an amount 
not exceeding the reserve, or for the equivalent 
paid up or extended term insurance based upon 
a rate of mortality not lower than and a rate 
of interest not higher than that used in de- 
termining the reserve provided herein. When- 
ever the assets held separately for contracts 
issued on and after January 1, 1926, and such 
other contracts designated as ‘provided herein, 
shall exceed the reserves thereon by not less 
than five per centum of such reserves, any 
excess assets derived from mortality savings 
and investment gains may be apportioned, dis- 
tributed and used as provided by the association. 

In addition to the annual report required by 
law, every such association shall report annually 
to the Commissioner of Insurance on or before 
the first day of March, the valuation of out- 
standing contracts issued on and after January 
1, 1926, or designated as provided herein, and in 


force on December 31st, last preceding. The 
report shall contain a statement the rate 
of earnings of the mean invested assets, the 


interest earnings at such rate on the segregated 
portion of the assets, the interest required to 
maintain the reserves, the expected or tabular 
mortality, the actual mortality experienced, and 
the amount of reserve released by death and 
lapse, stated separately. Such report shall be 
certified by an actuary whose practice as an 
actuary covers ten years or more. Such valua- 
tion shall be reported in such manner and such 
other reports shall be made and such informa- 
tion furnished as the Commissioner of Insur- 
ance may require. 


CERF’S SUCCESSFUL YEAR 
Mutual Benefit Manager Does $3,969,000 
Paid-For in December Alone; 
$29,600,651 Total for 1924 

During December, 1924, the L. A. Cerf 
Agency of the Mutual Benefit Life, in 
Greater New York, secured the largest 
volume of applications and the largest 
volume of paid-for business of any month 
in its history. Applications totaled $5,- 
562,875 and paid-for, $3,969,000. 

The agency closed 1924 with $29,600,- 
651 paid-for, its most successful year of 
business. 


LINCOLN’S SECTIONAL MEETINGS 
Sectional meetings for the agents of 


the Lincoln National Life will be held 
at Cleveland, January 13-15; Minneapolis, 


February 4-6; Omaha, February 9-11; 
Salt Lake City, February 16-17; Los 
Angeles, February 23-25, and San An- 


March 2-4, 


tonio, 





ONE HUNDRED YEARS OLD 
The Clerical, Medical and General Life 
Assurance Society of England is one hun- 
dred years old. The society issued fewer 
policies last year than in either of the two 
preceding years, but the net amount was 


£1,324,691 as against £1,210,694 the previous 
year. 
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Training Women to Be 
Speakers in Public 


OVERCOME THOUGHT OF SELF 





Monotonous Voice Never Wins; Speak- 
er Must Not Be Self-Conscious 
or Over-Anxious 





Mrs. Grace E. Gunn of New York, 
whose business it is to train women how to 
speak and who has trained a number of 
imsurance women so that they will be in a 
position to address clubs and other organ- 
izations, was asked by,.TuHE EAsTERN 
UNDERWRITER for an article on the subject 
of training women as speakers. She is 
founder and president of the Women’s 
Speaking Club of America; has taught 
clocution, public speaking and __parlia- 
mentary law for years, and also organized 
public speaking courses in twenty-five hos- 
pital training schools. Her article follows: 


By Grace E. Gunn 


If there is one business in the world 
where clear concise logical speaking is 
a primary essential it is in insurance 
salesmanship. 

The big companies have realized this 
for some time, and in many cases have 
had special training in the art of logical 
persuasive speaking. The thousands of 
men and the daily increasing number of 
women who are doing this wonderful 
work must have a clear idea of human 
psychology and be able to note instantly 
how the presentation is reacting in the 
consciousness of the prospect. 

Here the salesman either loses or wins 
by his use of tactful argumentation, by 
knowing when a point is won and by 
knowing when to stop. The antagonis- 
tic, the indifferent, the lukewarm pros- 
pect, each must be handled differently 
and led step by step to the full realiza- 
tion which means acceptance. 


The general conception of public 
speaking seems always to include an 
audience. The fact is that real public 


speaking is only enlarged coriversation. 
Put Yourself in Prospect’s Place 


In training hundreds of men and wom- 
en in the great field of salesmanship I 
have found the universal fault to be the 
inability of the salesman to place him- 
self in the position of the prospect, to be 
able to follow his thinking processes and 
combat the natural arguments which 
arise. 

The ability to utterly eliminate the 
thought of “self” to be able to forget 
the natural anxiety arising from the 
probable outcome—in fact to be just a 
natural clear cut convincing talker, 
never monotonous, always pleasing and 
tactful—these are the attributes that 
mean success. 

Women are entering more and more 
into the great field of insurance, they 


are naturally gifted with tact and dis- . 


crimination and an almost uncanny in- 
tuition. When 


they have overcome 
their natural  self-consciousness and 
learned to be truly businesslike, they 


will prove a great asset to the insur- 
ance world. 

One point must be strongly empha- 
sized for both sexes—the great value of 
a good speaking voice, a monotonous 
voice never wins. We have all types of 
voices—raspy, harsh, nervous, antagon- 
istic and many very tiresome. The voice 
that is well modulated, clear, forceful, 
carrying with it hope, cheer and op- 


timism, that is the voice that “sells.” 
Personal magnetism, poise, voice and 
manner are very important factors in 
the public speaking of salesmanship. 


CASUALTY CO. TAKES GROUP 








Metropolitan Life Writes Georgia 
Casualty Group Coverjng Employes 
On Co-operative Plan 


Employes of the home office of the 
Georgia Casualty Company of Atlanta, 
and of branch offices in six of the prin- 
cipal cities of the country, have acquired 
life insurance protection under a group 
policy in the Metropolitan Life. The 
total coverage amounts to approximately 
$300,000 on the lives of more than 135 
individuals, whose protection ranges 
from $1,000 to $3,000. 

The cost of this insurance is materi 
ally reduced for employes through a 
cooperative arrangement, whereby. the 
employer pays part of the Premiums. 
This arrangement, exemption from 
medical examination and the disability 
clause in the policy, are features of the 
Metropolitan’s group plan. 

Certain service features also supple- 
ment the provisions of the insurance con- 
tract. Among these are the distribution 
of health booklets, and a free visiting 
nursing service, available to the Georgia 
Casualty employes as this service is 
maintained in each of the cities in which 
that company’s offices are established. 

The branch offices of the company 
are located at Philadelphia, Newark, 
Chicago, Memphis, San Francisco and 
Los Angeles. 





NATIONAL LIFE DIVIDENDS 


The National Life of Vermont has just 
approved of a 20% dividend increase in the 
1925 scale of dividends to policyholders in 
addition to the amounts provided for in the 
scale. This addition is the sixth increase 
in the company’s dividend scale since 1914, 
and indicates a hes a pected state of affairs. 


The oneal sales congress of the Life 
Underwriters Association of New York, 
will be held on March 10. Robert L. 
Jones, State Mutual, and J. Elliott Hall, 
Penn Mutual, are planning the program 
which will be announced later. 


WAY ON PLEASURE TRIP 
John L. Way, who last year retired 
as vice-president of The Travelers, sailed 
this week for a long pleasure trip abroad. 





HART & EUBANK PRODUCTION 


Hart & Eubank,managers for the Aetna 
Life in Greater New York, who led the 
list of general agency producers in New 
York for 1924, wrote last December $8,- 
607,770, exclusive of group, and paid for 
$6,891,084. October, 1924, was the larg- 
est production month for the agency 
with $9,801,327, and December was sec- 
ond. 

Edward A. ; Weed of the Edward A. 
Woods agency of the Equitable Life in 
Pittsburgh, was a visitor this week at 
the home office. 


FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 
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Hi Tt. SMITH Vice-President 
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The Colonial Life Insurance Co. of America 


anes Whole Life, Limited Payment and Endowment a 

orDINARY J High Value ITS OWN 

POLICIES Attractive and Novel Features AGENCY 
Low Cost STAFF ONLY 


Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
J. HEPPENHEIMER, Presi 


HOME OFFICE, JERSEY CITY, N. J. 


ident 
CHAS. F. NETTLESHIP, 2nd Vice- ote 
8. R. DROWN, Asst. See’y and Asst. Treasurer 











“An Agency of Service to Agents” 
BIBLE HOUSE AGENCY 


The Union Central Life Insurance Co. 
S. S. WOLFSON, INC., Managers 
350-352 BIBLE HOUSE 


EIGHTH STREET and THIRD AVENUE, NEW YORK CITY 
"Phones: Stuyvesant 3044-3045 














Insurance Record, 1923 


New Insurance ee 


$ 96,148,025 
719,421,634 
Increase of $58,623,876 which is 

61% of the New Business 


Insurance in Force 





New England Mutual Life Insurance Co., 
Boston, Mass. 




















INCORPORATED 187) 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


issues the most libera] formg of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable er semi-annually or quarterly, 


INDUSTRIAL Policies from $12.50 to "31,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 




















pO PCE CCT CET CE «+e $36,916,613.75 
ME ithe dus cuadicacdavddeccadeicacacdiaaedaten +. 32,373,207.24 
Capital and Surplus... 4a ST 
ET ST ON ch asks, srgeccudiexackeaneucéadcaedsa 255,168,568.00 
nen Ob OIIINIIIIE bs occas ccusedastndteneccnadad Seededendaadeseuéataces 2,696,034.43 
Total Payments to Policyholuers since Organization..............ccsccececeeees 32,747,898.35 
1OHN G WALKER. President 
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Those considering life insurance as 
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THE MUTUAL LIFE 2 
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Py The Mutual Life Insurance Company of New York has e 
B a record of EIGHTY-ONE YEARS of prosperous and suc- re 
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= and wars unharmed, and to-day, as a result of eight decades he 
BS + 
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a profession are invited to apply to 


The Mutual Life Insurance Company iz 
of New York s, 


34 Nassau Street New York : 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 





lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 
office and place of business 86 
Fulton Street, New York City. Clarence 
and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


ation, 
President 


Axman, 


Eager, Associate 


newspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 


under the actof March 3, 1879. 











CHARLES R. STREET AN IDEAL 
MAN TO DO A BIG SERVICE 
TO FIRE INSURANCE 

Fire insurance is entirely too big a 
Judge despite 
for uniformity in the con- 


proposition for a Landis, 
the necessity 
troversies which have arisen in different 
divisions of the business. But there is 
one issue in which companies themselves 
have joined which is not much nearer 
solution now than it was many months 
ago, and where the services of an arbi- 
trator might be used effectively, and 
which apparently can only be settled by 
an arbitrator; and that is the matter of 
“separation,” a commission question in 
which Western Union companies 


fence and Bureau com- 


are on 
one side of the 
other side, with agents 
their inclination and 
distress 


panies on the 
against 
greatly to their 
choose between them. 

This arbitrator should be a man who 
understands the fire insurance business 
and who is in it—a man who has cool, 
calm judgment—a man who has plenty 
of vision—a man who can see the merits 


much 
compelled to 


of both sides without being overcome by 
the imperfections of either—a man who 
has the respect of the entire insurance 
community. 
Tre EASTERN 
for the 


UNDERWRITER presents 
consideration of the interested 
name of Charles R. Street, 
vice-president and western manager of 


parties the 


the Great American Insurance Company, 
as an ideal person to arbitrate this situa- 
tion. He fulfills all the 
Although a 
with the 


requirements. 
Union man, he is popular 
3ureau, has everyone’s con- 
fidence and it is positive that he would 


act fairly. Furthermore, he has in a way 


the advantage of an outside viewpoint 
because he has only a short time ago 
returned to the West. The Union-Bu- 
reau split took place while he was the 
president of a leading fire insurance 
company and was residing in New York 
City. 





* <a ee. Ss a Se = 
D. W. Speidel, manager of the Pitts- 

burg branch office of the National Sure- 

ty, was a visitor in the city last week. 


THE AMAZING SUCCESS OF THE 
GLOBE & RUTGERS 

Twenty-six years ago 
Globe & Rutgers Insurance Company, that 
company having sprung into being in 1899 
through a consolidation of the Globe Fire 
and the Rutgers Fire, two of the large 
number of New York City companies or- 
fifties and sixties. This 
week a man, asked if he desired to sell 
some shares of stock in the Globe and 
wanted $1,300 a share. There 
had been sales a few days previous at $1,200 
The $1,000 quotation was passed 
some months ago. 

As the par value of each Globe & Rutgers 
share is $100 this tells in a nutshell the 
outstanding success of that company and 
how it is now regarded in the financial 
world. It is the great romance of recent 


ganized in the 


Rutgers, 


a share. 


years in the fire insurance business. 
TRYING TO MAKE A COLLECTION 
AGENCY OUT OF THE COURTS 
The courts have again decided that their 
aid cannot be invoked to enforce an illegal 
contract. This time it is in an automobile 
insurance case. 
The plaintiff, 
an automobile from the defendant, Decker 
Automobile Company. It was a used car 
and the purchase price agreed was $1,300. 
Sayers paid $800 cash and gave a note for 
$500. He then applied to the Springfield 
lire & Marine 
that he 


Perry Sayers, purchased 


for a policy, representing 
had paid for the car in question 
$1,705, and obtained a policy, the loss pay- 
able to himself and to the defendant. 
Later, he alleged that he had added to the 
price of the car $465 for improvements, 
which the court declared to be a fanciful 
figure. 

A fire partially destroyed the car and a 
few days thereafter the note for $500 was 
paid. An insurance adjuster demanded the 
bill of 
automobile 
$1,765. 


sales and the plaintiff asked the 
company to fix one up for 
At first the auto company demur- 
gave him one for that 
amount on condition that the plaintiff pay 
it $430, which would have made the figures 


red; but then 


in the case agree. Decker said he would 


return $430 when he got the insurance 
money. He collected $1,175 from the 
policy; got back the wrecked car; and 


resold it for $400. He then demanded that 
the $430 be returned, but the automobile 
company took the position that it belonged 
to the Decker then 
brought action against the automobile com- 
pany to recover the $430. 

While this amount is not much on which 


insurance company. 


to hinge a litigation this case went up to 
the Court of Appeals of New York, the 
final decision being in part as follows: 


We have therefore the payment of 
money in consideration of the promise 
of Decker to join the plaintiff in an 
attempt to defraud the insurance com- 
pany and on the promise of Decker to 
return the money when the fraud had 
succeeded. Where an agreement con- 
sists of a single promise based on a 
single consideration, if either the 
promise or the consideration is illegal 
the agreement is void and the courts 
will not enforce it. Where the direct 
object of the parties is to do an illegal 
act the same rule applies (Hull v. 
Ruggles, 56 N. Y., 424; Woodworth v. 
Bennett, 43 N. Y., 273; Duval v. Well- 
man, 124 N. Y., 156; Sirkin v. Four- 
teenth St. Store, 124 App. Div., 384). 

The judgments appealed from should 
he reversed and the complaint dis- 
missed, with costs to the defendant in 
all courts. 


there was no, 














The Human Side of Insurance 











A. WALLIS 


Fred A. Wallis, manager of the Fidel- 
ity Mutual, was an active figure this 
week in the deliberations of the National 
Committee for Law Enforcement 
held in this city. He was also chair- 
nan of the luncheon given by the execu- 
tive committee of the National Com- 
mittee on Wednesday, the speakers in- 
cluding Major General Robert Lee Bul- 
lard. Mr. Wallis is also Commissioner 
of Correction of New York City. 

* * * 


Ernest Churchill Holmes Durham, 
joint manager of the London Assurance 
Corporation, due here January 8th, from 
England, was formerly foreign and col- 
onial inspector of the Commercial Union, 
and is one of the British underwriters 
who has done considerable globe-gird- 
ling. 

* * & 


Robert Lempke, executive special agent 
of the Royal Indemnity at Chicago, was a 
visitor in town this week. Mr. Lempke 
was formerly connected with the Metro- 
politan department of the company. 

ROOSEVELT PRACTICING LAW 

Franklin D. Roosevelt, former Assistant 
Secretary of the Navy and a vice-president 
of the Fidelity & Deposit in this state, has 
formed a law firm with D. Basil O’Connor. 
He has not actively practiced law since 
he entered political life fifteen years ago. 
Mr. Roosevelt's health is now good and 
he has recently returned from Florida. 


IN: X. STATE FUND BILL 


One of the first bills to be introduced 
at the 1925 session of the New York 
State Legislature is the exclusive state 
fund bill relating to workmen’s com- 
pensation. This is the same bill intro- 
duced last year and the year previous 
thereto and is sponsored by the State 
Federation of Labor. Assemblyman 
Frederick L. Hackenburg of New York 
City, is introducer of the bill this year. 





Says Henry E. North 











\ manager is one who manages himself 
and others. He is an executive who has in 
his hands the destiny of the assistants and 
agents under him. He can make or break 


them, as he can make or break himself. 
There are two tests of a good manager— 

ability to stand on his own feet and the 

power to make others stand on their feet. 


C. Newton Vaughn, Fidelity & Deposit 
representative in Putnam, Conn., has 
been elected vice-president of the new 
Citizens National Bank of that city. 
This bank was organized to take over 
the business of the First National Bank 
which failed recently, due to a $450,000 
embezzlement by its cashier. Mr. Vaughn 
was very active in the formation of the 
new bank, and one of the first things he 
did was to sell it a Fidelity & Deposit 
Blanket bond. 

x ok 


Elbridge G. Snow, president of the 
Home Insurance Company, and Charles 
L. Tyner, vice-president of that com- 
pany, are two of the directors of the 
American Trust Company in New York 
which has resources of more than $44,- 


000,000. 
x ok 


Lawrence Winship, former editor of 
“The Radiator,” published by the Massa- 
chusetts Mutual Life, is now a successful 
insurance agent in Springfield, Mass., 
associated with the general agency there 
of the Northwestern Mutual Life. At 
the Northwestern Mutual Life conven- 
tion here a few days ago Mr. Winship 
discussed “The Need of Cash for Family 


Readjustment.” 
* Ok 


Major Archibald G. Thatcher, of the 
well-known law firm of Barry, Wainwright, 
Thatcher & Symmers, gave a luncheon Mon- 
day at the Lawyers’ Club to Superintendent 
of Insurance James A. Beha of New York. 
There were eighteen marine insurance men 
and others at the luncheon. 





Rumor About Hamilton 
And New Company 


Ever since the retirement of Col. E. 
A. Hamilton from the Fidelity & De- 
posit Co. there have been rumors that 
he would at some future time re-enter 
the surety business. The Eastern Under- 
writer received this week from a well- 
known advertising agency the following 
for publication: 

“The report that Col. E. A. Harhilton 
for the past five years Executive Head 
of the Fidelity and Deposit Company of 
Maryland, had resigned from that Com- 
pany January Ist is confirmed. But the 
statement that this resignation was due 
to ill health was erroneous. Col. Hamil- 
ton is in the best of health and is for the 
moment engaged in looking after his 
private interests in New York. It is re- 
ported that several large interests in 
the surety field have made overtures 
to Col. Hamilton and there is a further 
report, not yet confirmed, that Col. Ham- 
ilton who rapidly became an outstanding 
constructive figure in the surety field, 
may now be perfecting plans for a new 
surety company. Those who are familiar 
with the rapidly expanding field for cor- 
porate suretyship and with Col. Hamil- 
ton’s vision and organizing ability would 
not be surprised to hear this report con- 
firmed,” 





NEW BAIL BOND COMPANY 


The Eastern Underwriter learns that 
former State Treasurer Shuler, eS 
feated in last election in this state), 
organizing a new company and it is te 
derstood it will make a feature of bail 
bond business. It is also reported that 
Mr. Shuler is interested in this venture 
with Leroy Meyers, at the present time 
an agent in New York of the National 
Surety and with two dozen other men. 





WRITE CATHEDRAL 


The Fidelity & Deposit has written the 
hond covering the new construction (of 
the nave) of the Cathedral of St. John 
the Diviine in Morningside Heights, New 
York City. A sum of nearly $6,000,000 
will be spent on this construction. 
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INSURANCE 





Beha Doesn’t Want 
Much Legislation 


TOO MANY LAWS ON BOOKS NOW 





Not Letting Down Bars to Lloyds or 
Unauthorized Cover; Against 
Premium Taxation 





James A. Beha, Superintendent of In- 
surance, in an interview at Albany this 
week stated it would not be the policy of 
the department to recommend a great 
number of changes in the insurance law 
at the coming sesston of the legislature. 
The insurance law is too long now, and 
I am in favor of enforcing its present 
provisions rather than adding to it,” he 
said. 

It is not the intention of the depart- 
ment to let the Lloyds in and the lines 
are to be drawn more tightly in the mat- 
ter of agents and brokers placing such 
insurance in this state. Mr. Beha is not 
in full sympathy with the Jeweler’s 
Block policy, claiming it gives unreason- 
able coverage. 

The compulsory insurance for taxicabs 
and passenger carrying vehicles is giv- 
ing the department lots of work, the 
superintendent stated, especially in New 
York City and readjustment of rates of 
various mutuals has been presented to 
the department for approval. 

The department is inclined to leave the 
law stand as it now is in relation to the 
method of investing surplus of insurance 
companies other than life in the stocks 
of another company. This measure, 
amending Section 16 of the insurance law 
occupied the attention of the insurance 
committee during the legislative session 
of 1924, with the result that nothing was 
passed on the subject. 

Some amendment to the law may be 
introduced relative to placing of surplus 
line insurance with non-admitted com- 
panies, but it will not be the policy of 
the department to favor any such meas- 
ure. 

In the matter of taxation of marine 
insurance which found its way into the 
legislature last winter during the closing 
hours of the session and was not even 
reported. Superintendent Beha stated 
that this is primarily a tax measure, that 
he is willing to accept the suggestion of 
the Tax Commission in respect thereof 
provided such suggestions are practic- 
able. The superintendent is not particu- 
larly enthusiastic about any tax on insur- 
ance premiums. 

Compulsory insurance for all motor 
vehicle owners is a subject that will 
bear watchful waiting, the superin- 
tendent believes. “Let some other state 
try it first and see how it works,” said 
Mr. Beha. It is quite enough for the 
state to fix the liability of the owner 
by statite without providing the arbi- 
trary means of its satisfaction, the super- 
intendent believes. 

The superintendent stated that the 
recommendations he will make for 
amendment to the insurance law, if any, 
will be only such as are absolutely neces- 
sary. He is, however, impressed with 
the need of a simplification of the pres- 
ent insurance law and may recommend 
its revision to put it into fewer words 
and “translate its provisions into simple 
language.” : 


MOVE TO LIQUIDATE MUTUAL 


Superintendent James A. Beha of New 
York has applied to the Supreme Court of 
Nassau County for an order to show cause 
why the Queens & Suffolk Mutual Fire of 
Freeport, L. I., should not be liquidated. 
The company has assets and no liabilities, 
besides not operating actively. Conse- 
quently the State Department declares that 
it has outlived its usefulness. 


Detective Bureau 
Recovers 34 Cars 


CLEAN-UP AT HUNTINGTON, L 





Thieves Working With Garage Owner 
of That City; Many Cars Returned 


to Owners 





One of the biggest hauls of stolen cars 
which the Automobile Underwriters De- 
tective Bureau has made in some time, 
was pulled off in Huntington, Long Island, 
a few days ago when about three dozen 
stolen cars were recovered, and as many 
as possible turned over to the rightful 
owners. Thirty-four of these cars were 
Fords. The that there were so 
many Ford cars was because the thieves 
are able to dispose of them quickly and 
without the suspicion that would be at- 
tached to an attempt to sell a high-priced 
automobile. 

The Automobile Underwriters Confer- 
ence had the full co-operation of Sheriff 
A. W. Biggs, Deputy Sheriff Bert Walker 
and District Attorney George Hildreth of 


reason 


Suffolk County, wherein Huntington is 
located. The operators of the bureau were 
Charles Horn and Charles H. Duryea, 


William Havens of the Philadelphia office 
of the bureau working on the case for 
a few days. 

When operators of the Detective Bureau 
start out on a case like this, they begin to 
unearth the fence where the cars are 
garaged as quickly as possible, as the 
thieves cannot work without an easy meth- 
od of selling the cars, which is generally 
done by going in on their operations with 
a garage owner. 

The cars stolen at Huntington were 
largely those which had been parked in 
front of moving picture theatres and sim- 
ilar places, almost none of which, by the 
way, had been locked, making it easy for 
the thieves to drive away. Once having 
possession of the cars, the thieves proceed 
to put new motor numbers on them, and 
thé operators, when they start inspection, 
can identify the cars’ real numbers by the 
bureau’s secret process system which brings 
out the old (or genuine) numbers. 

After the cars had been identified, it 
was easy to learn the circumstances of 
their sales, and all roads led to the Hunt- 
ington garage man. Of these cars, twen- 
ty-seven have been connected with losses 
and sixteen of them have been identified 
and returned to former owners. 





FIRE PROTECTION BOOKLET 

“Correct Protection Against Fire” is 
the title of a twenty-four page booklet 
just issued by Foamite-Childs fire pro- 
tection engineers. The booklet is a 
popular treatise on fire protection for 
all sorts of risks, written in non-techni- 
cal terms so that the suitability of any 
type of fire extinguisher for any par- 
ticular risk may be determined by the 
layman. 
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OTHER LIABILITIES  - 
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Marine and Fire Insurance Company, Limited 
sanenne eat a 1924 


U. S. FIRE BRANCH—45 JOHN ST., NEW YORK 
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WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Hl. 


ROGERS & HOWES 


NEW YORK—Wwm. H. 
SAN FRANCGISCO- George L. 








Great American 
Iusurance Company 


ae NewPork  o- 
. ‘our Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500.00 


RESERVE FOR ALL OTHER LIABILITIES 


T SURPLUS 


12,465,360.86 
46,282.041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 
$24,965,360.86 


Home Ojffice, One Liberty Street 
New York City 


BOSTON OFFICE 
3, Managers, 4 Liberty Square, Boston, Mass. 
MARINE DEPARTMENT - 
Mceo & Co., General Agents, 15 William Street 


West, 
CHICAGO—Ww. H. MoGee & Co., Gen’! Agts., Insurance Exchange Bldg. 





0.00 
16 


PACIFIG DEPARTMENT 
GEORGE H. TYSON, Gen'l Agen* 
210 Sansome Street 
San Francisco, California 


Manager, 220 Sansome Street 

















SAM BEHRENDT HERE 


Los Angeles General — Has Been 
Called Most Original Man in 
Insurance Business 
Sam Behrendt, some- 
called the most original insurance 


agent in America—the man 


of Los Angeles, 
times 


from whom 
ideas exude as if fired by a machine gun— 
arrived in New York this week by way of 
the Panama Canal. A number of his 
friends called upon him at the office of 
the Independence Indemnity in William 
Street where he is making his headquarters. 

Mr. Behrendt said that the new Los 
Angeles insurance exchange, of which the 
Sehrendt-Levy Company are the controlling 
factors, is now full, one of the latest com- 
panies to take space being the Home of 
New York. 

The Behrendt-Levy Company handles 
about 80% of the insurance business of the 
motion picture people and has originated 
more freak contracts than any agency in 
the country. Sam’s latest was to write a 
policy covering a theater showing a funny 
picture against anyone in the audience 
having hysteria from laughing. 


- - . . $6,217 482.66 
1,275,981.53 

531,624.00 
4,409,877.13 


G. Z. DAY, Asst. Gen. Agent 
POO 1h 








DEATH OF FRANK J. WATERS 


President of P. C. Ralli Co. Held in 
High Esteem; Was Prominent 
Churchman 
The death of Frank J. Waters, for- 
merly president of P. C. Ralli Co, 
New York, and once prominent in insur- 
ance associations of this city, removes 
from the business a man who had many 
friends. His career and personality 
were treated in part as follows in a me- 
morial of a committee of the Society of 
the Friendly Sons of St. Patrick, the 
chairman of the committee being Dennis 
I, Driscoll, other members being Thomas 

F. Clark and Joseph J. Ahearn. 

“Mr. Waters was born in New York 
City in 1876, attended the public and 
parochial schools. He started his busi- 
ness career in the dry goods industry, 
and in 1895 entered a broader field by 
associating himself with a well known 
insurance brokerage firm. His close at- 
tention to business and marked ability, 
together with his genial and winsome 
personality, won for him the confidence, 
respect and esteem of all with whom he 
came in contact, so much so that, upon 
incorporation of the firm, he was made 
its secretary, and, subsequently, its presi- 
dent, which position he held until his 
death on August 18, 1924. Mr. Waters 
was a member of The Insurance Society 
of New York and other kindred business 
organizations. He was a churchman, be- 
ing a devoted member of the Church of 
St. Philip Neri, and was prominent in all 
its undertakings. The love and respect 
in which he was held was evidenced by 
the large number of social and business 
friends and acquaintances that attended 
the requiem mass.” 





TO LEAVE MISSOURI 


The Excelsior Insurance Company of 
New York has announced that it will 
not ask for a renewal of its Missouri 
license and plans to withdraw from the 
state. 
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Courts Tell Liability 
of Bailee for Hire 


PAY ONLY FOR NEGLIGENCE 
Digest of Recent Decisions Where Goods 
Are Transported From One Point 
to Another 

It is the general rule that a bailee for 
hire is liable only for loss occasioned 
through his negligence (Lamb v. Camden 
& Amboy R. R. & T. Co., 46 N. Y., 271). 

It is likewise the rule that the bailor 
cannot recover upon simple proof of loss 
of the goods, but must in addition bear 
the burden of proving affirmatively that 
the loss or damage, as the case may be, 
was occasioned by the negligence of the 
bailee. The decisions are numerous to 
this effect, based upon the familiar prin- 
ciple that negligence, being a wrong, will 
not be presumed, but must be proved by 
the party charging it and seeking a re- 
covery founded thereon (R. R. Co. v. 
Reeves, 10 Wall., 176; Lamb v. Camden 
& Amboy, &c., Co., supra; Heinemann v. 
Heard, 62 N. Y., 448). 

In the recent case of Davis v. Rivers 
(229 Pacific Rep., 571, Advance Sheets of 
November 24, 1924) it was held that where 
goods are delivered to a common carrier 
a bailee for hire, to be transported to an- 
other point, and while in transit they are 
destroyed by fire, and the bailor brings an 
action for the value of the destroyed goods, 
alleging that the fire was occasioned by 
the negligence of the carrier, the burden 
of proof is upon the plaintiff to establish 
negligence on the part of the carrier, and 
there is no legal presumption that the 
carrier was negligent. 

AGENT FOR EAGLE STAR 

The Hamilton Agency, Inc., has been 
appointed Brooklyn agent of the Eagle, 
Star & British Dominions. This agency 
also represents the Mechanics & Traders, 
Law Union & Rock and the Union of 
Paris. 


HOSPITAL SAFETY 
Gov. Smith Endorses National Board’s 

Recommendations and Favors Ap- 

propriation of Funds 

Governor Smith in his annual message 
to the New York State Legislature has 
dwelt upon the reduction of fire hazards 
in state institutions. In this respect the 
message says: 

“During the year the National Board 
of Firg Underwriters has made a sur- 
vey of the buildings of the State hos- 
pitals with respect to fire hazards and 
has made recommendations for repairs 
and alterations to secure a greater meas- 
ure of protection against fire. Some of 
these recommendations have been car- 
ried out, others are now being given 
proper attention, while others must wait 
additional appropriations. It is recom- 
mended that sufficient funds be provided 
to complete this work so as to ensure, so 
far as possible, the safety of patients in 
all of the hospitals.” 


Companies Now Changing Agents 
In St. Louis To Meet New Plan 
Western Union and Bureau companies 

operating in St. Louis are quietly adjust- 

ing their agency organization to the new 
rules and regulations that became ef- 
fective on January 1. The companies 
have until February 1 to select their 
three No. 1 agents and some may wait 
until the very last minute to do so. To 
date no opposition to the new plan has 
developed, and so far as is known every 
company in the Western Union and 
Bureau group is thoroughly in accord 
with the new arrangement and will do 
their part in carrying out its provisions. 
Many companies have already selected 
their No. 1 and supervising agents. For 
the most part these were the smaller 
companies with but comparatively few 
agents in the Mound City’s down-town 
district. However, there are a number 
of companies with as many as fifteen 
agents down-town and it will not be easy 
for them to make their final selections. 

















‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 

















INCORPORATEN 


1868 


Che Standard Five Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


U. J. PRIOR, Presiden 





Missouri Court Upholds 
Auto Certificate Title Law 
The Missouri Supreme Court in a de- 
cision handed down on December 31 up- 
held the provision of the automobile laws 
of the state that every automobile owner 
must have a state certificate of title 
showing his ownership of the automobile 
or he is not regarded as the owner in 
the eyes of the state. 


Frederick L. Holman, who resigned last 
summer a_ suburban secretary of the 
Commercial Union at Philadelphia, has 
opened a local agency at Camden, N. J. 
He has gathered together a fine collection 
of companies including the Hartford Fire, 
Camden, New York Fire Office, Manhat- 
tan Fire & Marine, National Union and 
the Farmers of York for fire lines and 
the Eureka Casualty for casualty risks. 


North America Now Manages 
La Salle Here and in Phila. 


Insurance Company of North 
America since the first of 1925 has 
been managing the La Salle Fire of New 
Orleans for the cities of New York and 
Philadelphia. The La Salle recently re- 
insured its outstanding liability with the 
North America. 


The 





SEE AUTO RECORDS BROKEN 


Automobile manufacturers who are here 
in connection with the annual auto show 
predict record increases in the purchasing 
power of Americans and give it as their 
opinion that auto manufacturers will sell 
over 4,000,000 cars during 1925. If this 
prediction materializes it will provide a 
wonderful field for the automobile writing 
insurance agent. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYaL 





Neal Preetdemt 

Jehan Kee Vien Pee and Treas. 
Ybor Vieo-Pres. and West. Mgr. 
A. H. Haseinger, 

Wells T. Baccctt, Seeretary 


FIREMEN’S 


INSURANCE CO. 


ef Newark, N. J. 


Orgesised 1855 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ..... . -*$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 





other liabilities. 8,181,979.10 
Net Surplus... *3,501,619.22 
| ee $14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 18%. 





Henry M. Grats, President 

Neal Bassett, Vice-Pres 

John Kay, Vice-Pres. and Treas. 
Waite B Vice-Pres. and Weet. Mgr. 
Davis G. Vaughan, Secretary 

A. H. Hassinger, Secretary 

Wells T. Bassett, Secretary 


THE 
GirardF.«M. 


INSURANCE CO. 
of Philadelphia 
Organised 1853 

Statement January 1, 1924 
ASSETS AND LIABILITIES 


Canital ......5. $1,000,000.00 
Reserve Reinsur- 

ance Fund and 

Reserve for all 

other liabilities... 2.949 ,854.39 
Net Surplus.... 1,075,257.03 
Co | es. $5,025,111.42 


Policyholders’ Sur>!us, 
$2,075,257.03 








Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Seeretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


ef Philadelphia 
Orgamized 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
‘Reserve for all 
other liabilities.. 


Net Surplus.... 


2,208,445.09 
865,373.90 
Total ......... $3,673,818.99 


Policyholders’ Surplus. 
$1.465,.373.90 














| 


H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John , Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. Hathaway, 

A. H. Hassinger, Seoretary 

Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organised 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 

Reserve Reinsur- 
ance Fund aud 
all other Habili- 
3. ee rere 2,938,245 .94 


Net Surplus ... .1,819,295.35 


ee $4,757,541.29 


surplus to Policyholders, 
$1,819,295.35 














LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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New York Co-operatives 
Have Income of $4,000,000 





More Than $800,000,000 Insurance Annually Lost to 
Stock Companies’ Agents of This State; How 
These Companies Operate Told Department 


Millions of dollars of insurance is writ- 
ten every year in New York State by ad- 
vance premium companies, county assess- 
ment companies and town assessment com- 
panies. While the premiums in the aggre- 
gate foot up a comfortable amount, losses 
as a rule are light. It consists largely of 
business that the stock insurance can’t get. 

The New York Insurance Department’s 
green book of 1924, covering the activities 
of these co-operatives for the year 1923 
furnishes much of interest to students of 
the business. 

The income of the advance premium 
companies was $1,809,694; the income of 
the county assessment companies, $2,342,- 
411; and of the town assessment compan- 
ies, $244,926. This total income of these 
three classes was $4,397,032, an increase of 
over $500,114 in one year. The disburse- 
ments were $4,228,52U, an increase over 
1922 of $476,048. The total amount of 
insurance in force of the three groups 
is more than $800,000,000. The total num- 
ber of co-operatives in the state is 167. 


The Leaders in Assets 


Of the advance premium companies the 
leader in assets is the Preferred Mutual 
Fire, which has $425,121. 

Of the county assessment companies the 
leader in assets is the Jefferson County 
Patrons Fire Relief. 

Of the town assessment companies the 
leader in assets is the Amherst and Clar- 
ence Co-operative. 


How Preferred Mutual Operates 


The Preferred Mutual Fire has its head- 
quarters in New Berlin, N. Y.; was or- 
ganized in 1896; and its president is C. A. 
Holmes. In answering interrogatories 
from the Insurance Department it de- 
scribes its system of operation as follows: 

In how many counties is corporation 
transacting business? Fifty-four. 

Does corporation classify its risks? Yes. 

Are risks inspected? Yes, by special 
agent and inspector. 

By whom are losses adjusted? Company 
adjuster. 

What was ratio or percentage of expense 
of management to premium income after 
deducting from such expense any expenses 
incurred in the inspection of risks and the 
adjustment of losses and legal expenses 
connected therewith, during year? 32.49 
per cent. 

Does surplus exceed 1 per cent of 
amount of insurance in force? Yes. 

Did corporation pay or allow a refund 
or dividend to its policyholders during the 
year 1923? Yes. 

Has corporation placed reinsurance with 
any other corporation or reinsured any 
other corporation’s risks during the year 
1923? No. 

Has corporation now in force: 

Policy for more than $5,000 on one risk? 

0. 


Policies in excess of $15,000 in any one 
block or square in business portion of any 
city or village? No. 

Policy for more than $2,000 in the busi- 
ness section of any city or village without 
water protection? No. 

Policies in excess of $7,000 in any block 
or square in business portion of a village 
without water protection? No. 

In business section of any city or village 
over 1 per cent of total amount of insur- 
ance in force? No. 

_ Did corporation levy an assessment dur- 
ing the year 1923? No. 

How does corporation arrive at premium 
rate to be charged on various risks? 





Schedule rates and Association Bureau 
rates. 

What officer or officers make such rates? 
Secretary. 

What officer or officers pass on character 
of risks? Secretary. 

Do such officer or officers receive any 
commission? No. 

Are officers bonded? 
$5,000; treasurer, $10,000. 

Does corporation require bonds from 
its agents? No. 


Are all the mortgages held by the cor- 
poration first liens on improved real prop- 
erty in this state? Yes. 

Has any officer or director of the cor- 
poration received any commission, fee or 
other thing of value in connection with 
any investment or loan made by the corpor- 
ation during the year 1923? No. 

Has any such officer or director been 
pecuniarily interested in or the beneficiary 
of any investment or loan made or granted 
by the corporation during the year 1923? 
No. 


Yes, secretary, 
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Organized 1859 
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of Amerira. 
Head Office: 709 Sixth Avenue, N. Y. 
Western Dept.: 207 North Michigan Blvd., Chicago, IIL 
STATEMENT JANUARY 1, 1924 
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FIRE - MARINE - AUTOMOBILE - WINDSTORM - TORNADO - SPRINKLER 
LEAKAGE - EXPLOSION - RENT and RENTAL VALUES - TOURIST BAGGAGE - 
RIOT and CIVIL COMMOTION - USE and OCCUPANCY 

















Is any officer or director interested in or 
the beneficiary of any investment or loan 
made or granted by the corporation prior 
: the year 1923, which is now outstanding ? 

oO. 


The Jefferson County 
The Jefferson County Patrons’ Fire 
Relief Association of Watertown, N. Y., 
was founded in 1877, and O. E. Hinds is 
president. Its system of operation is thus 
described to the Department : 
Name the kinds of property insured: 
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the United States 





to do so. ? 


If you have found the 


you particularly. If, 


Budget. 


be sent on request. 


Uncle Sam and President Coolidge 


Keep Budgets—Why Not You? 


Vice-President Elect Charles G. Dawes earned 
national acclaim by working out a budget for 
Government. \ 
adopted as the only practical plan of reducing 
unnecessary Federal expenditures and of know- 
ing the financial status of the nation. 


President Calvin Coolidge says that he keeps a 
personal budget and runs his home on that basis. 
He believes in it for himself and for others. 


Business men and practical women (of large as 
well as of small income) have put their homes 
on the budget basis, or believe it a good thing 


operate at home, we believe a copy of the JOHN 
HANCOCK BUDGET SHEETS would interest 


believe a budget is too much trouble, then we 
want you to see how simple is the John Hancock 


This would help you to start 1925 along the right 
lines. Without charge or obligation a copy will 


‘This was 


budget system easy to 





like some others, you 








LIFE INSURANCE COM PANY 


Oo?f BOSTON MASSACHUSETTS 


Over Sixty Years in Business. 
Billion Dollars in Policies on 3,500,000 Lives. 





Now Insuring Over Two 





a eee ee Bae 





7 sD 


Taal Be ea 
: we AG as IOI A CIE OE, ) SEN 


OAL: 4 OE me Hs 








Farm property and small amount of city 
and village dwellings. 

What policy or survey fee does policy- 
holder pay at issuance of policy? $1. 

What “percentage” per $1U0 of insurance 
does policyholder pay at issuance of policy? 
First class, twenty cents; second class, 
thirty cents. 

What was the rate per $100 of insurance 
of any assessments levied during the year 
1923? ‘Thirty cents. 

State amount, if any, of unpaid assess- 
ments levied during the year 1922. None; 
1923, $3,763.01. 

Is property classified? Yes; property 
occupied by owners and property occupied 
by tenants. 

Does corporation use different rates in 
making assessments on classified property? 
No. 

lor what term are policies written? 
live years. 

Are officers bonded? 
$5,000; treasurer, $20,000. 

Does the corporation obtain bonds from 
its directors or agents? Yes; $500. 

Are risks inspected? Yes; by directors. 

By whom are losses adjusted? By ad- 
justers and directors. 

What is the largest amount insured in 
any one hazard? $7,000. 


The Amherst and Clarence Co-operative 


Yes, secretary, 


The Amherst and Clarence Co-operative 
Insurance Association of East Amherst, 
N. Y., commenced doing business in 1892 
and IF. J. Beiter is president. It answers 
interrogatories as follows: 

Name the kinds of property insured. 
Farm and village property, churches and 
schools. 

What policy or survey fee does policy- 
holder pay at issuance of policy? $1. 

What percentage per $100 of insurance 
does policyholder pay at issue of policies? 
Ten cents. 

What was rate per $100 of insurance of 
any assessments levied during the year 
1923? Ten cents. 

State amount, if any, of unpaid assess- 
ments levied during the year 1922. None; 
1923, $8.21. 

Is property classified? No. 

For what terms are policies written? 
Five years. 

Are officers bonded? Yes; treasurer, 
$5,000, and secretary, $500. 

Does the corporation obtain bonds from 
its directors or agents? No. 

Are risks inspected? Yes, by agents. 

By whom are losses adjusted? By the 
association’s adjusters. 

hat is the largest amount insured in 
any one hazard? $7,000. 


New York Fire Will Begin 
Operations Next Month 


The New York Fire, whose charter was 
purchased last year by the R. A. Corroon 
interests after the company had been in- 
active for many years, expects to resume 
operations next month. Capital and sur- 
plus have been paid in and supplies are 
being printed. The New York Fire will 
be a running mate for the American 
Equitable and the Knickerbocker. 
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epresentatives of the New York Under. 
writers Agency enjoy all of the advan- 
tages that come from sharing in the 
work of alarge national organization 


HERE are representatives of the New York Under- 
writers Agency in 7,947 cities and towns in the United 
States and Canada, and there is an efficient corps of field 
men giving thoughtful, personal service to every one of 





these agents. Wherever a risk is located or wherever there is 
need for cooperation, prompt action can be depended upon. 

Insurance men, generally, agree that the New York 
Underwriters Agency has, since its founding in 1864, de- 
veloped the finest kind of an underwriting organization, and 
agents realize that many of the ideas that are today making 
their work more profitable originated in the offices of this 
well-known General Agency Headquarters. 









New York Underwriters Agency 


A.&J.H.Stoddart 


/\> 100 William Street New York City 
vy 





The New York Underwriters Agency is an insurance underwriting headquarters that is repre- 
sented in all parts of the country. Since 1864 this General Agency organization has been 
a factor in the economical distribution of insurance protection and it has endeavored to 
merit the position of leadership that it occupies today in the insurance world. 

‘ 
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Laboratories’ Manager 
in Eastern Division 


SMALL AN ABLE _ SCIENTIST 





His Contact With the Public Helps 
Entente Cordiale; Succeeded 
Dana Pierce Here 





A. R. Small, who succeeded Dana 
Pierce (now president) as vice-president 
in charge of the Eastern Division of the 
Underwriters’ Laboratories in New York, 
started his insurance career with the 
New York Fire Insurance Exchange in 
1904, upon his graduation from the Uni- 
versity of Maine. He was one of four- 
teen college graduates to be elected to a 
special summer school of the Exchange 





A. R. SMALL 


to receive a course of training. He then 
went into the general hazard department 
of the Exchange as an inspector. 

In October, —- Mr. Small joined the 
Underwriters’ Laboratories in Chicago 
as assistant engineer in the electrical 
department ; in 1908 was a special agent, 
and in 1910 organized the label service 
department of the Laboratories as its 
superintendent. He made such a marked 
success of his work that in 1916 he was 
made one of three vice-presidents of the 
Laboratories, and in January, 1924, was 
transferred to take charge of the eastern 
division with headquarters in New York 

Mr. Small has served many important 
committees on the scientific side of the 
business, sometimes as chairman; and 
his personality is such that his contacts 
with the public, which are a part of his 
daily work, are most amicable and tend 
ing to preserve the good relations which 
should exist between insurance represen 
tatives and those who have dealings wit! 
insurance people. 


BANKS ENDORSE : FORM 


The Fire Insurance Club of Cleveland 
has just completed a form for use in re- 
questing endorsements and changes in 
policies, which is intended for the con- 
venience of banks, building and loan 
companies and other financial institu- 
tions. This is intended to do away with 
unreliable methods, such as notes and 
telephone calls and thus avoid mistakes 
and misunderstandings. This form has 
been indorsed by a number of the best 
banks and it is the ‘intention of the club 
to secure its a by ‘all financiai 
institutions. = 

INCORPORATE. IN NEW YORK 

Rankin & Company, Newark, insur- 
ance agency, (A. W. Rankin, president), 
chartered under New Jersey laws, has 
filed a certificate of statement and de- 
signation in the office of the Secretary oI 
State to enable it to do business in 
New York State. The New York office 
is 115 Broadway, New York City. 














Dollars 


—and Sense! 





Insurance is not merely a matter of dollars 
and cents in premiums, from the standpoint 
of the well protected policyholder, it is a 
matter of sound Common Sense! 


In business, insurance is imperative because 
of its economic importance. In personal 
life, insurance is necessary because of its 
power to protect home and family against 
the inevitable losses occasioned by the 
ravages of fate. Insurance is valuable to 
all—and is in season at all times. 


Agents who keep incessantly after good 
business in 1925 will have made their hopes 
for a prosperous New Year materialize. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


of New York 
Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President if. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








Paterson Association 
Will Meet Monthly 


IT STARTS WITH 30 MEMBERS 
President T. W. ‘Couber of State Asso- 
ciation of Agents One of 
Leading Members 





The newest of the agency organizations 
in the country is the Insurance Agents’ 
Association of Paterson, N. J., which has 
been formed as a result of a dinner held 
on October Ist, and which is now about 
a month old. It will have meetings once 
a month at which time insurance men of 
prominence will make talks. The meeting 
this week was addressed by a representa- 
tive of the United States Casualty. 

One of the leading figures in the associ- 
ation is Thomas W. Cocker, who is presi- 
dent of the New Jersey Association of 





THOMAS W. COCKER 


Underwriters (local agents’ association). 
Mr. Cocker began his insurance career in 
a local agency in Paterson, then went to 
New York with Merges & Company after 
which he had field experience with the 
Detroit National Fire, after which he 
returned to Paterson and opened an agency 
of his own. The companies in Mr. 
Cocker’s agency are the Phoenix of Lon- 
don, Commonwealth, St. Paul Fire & 
Marine, Allemania, Importers & Exporters, 
People’s National and Merchants of 
Providence. 

The new Paterson association starts with 
about thirty members, including the most 
important agencies in the city. It succeeds 
an older organization which had arrived at 
the point where it hardly functioned. 


DIRECT MAIL METHODS 


Used Effectively by American of New- 
ark with Use and Occupancy and 
Tornado Stickers 


The American of Newark has suc- 
cessfully tried out a scheme closely akin 
to Direct Mail in the form of a policy 
sticker used in connection with Use and 
Occupancy aud Tornado insurance. The 
Use and Occupancy sticker is rather 
new with the company and is too early 
to check results. With the tornado 
sticker, however, it has been observed 
that those agents using it and a Tor- 
nado-to-Fire premium ratio above a 
period of three moths very nearly doub- 
ling that of those agents who had not 
adopted the scheme. 

The Tornado sticker follows: 

Mr. 
Dear Sir: 
This policy covers fire and lightning only 


and does not cover cyclone, windstorm or 
tornado. 


If you will return this memorandum to our 
office we will insure the same property against 
these hazards for the same amount. 

For a term of three years for $ 

For a term of five years for $ 


Every city, town or village has its fire de 
partment, water works system or bucket bri- 
gade as a protection against fire. The only 
protection against windstorms is a _ tornado 
policy. ‘ Call or telephone and let us talk it over. 
Tornadoes are no respecters of seasons. 
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een agents hold an enviable place in the business for 
the fine income they have developed in Specialty Lines. 
Their success is the result of careful, scientific sales plan- 
ning. Selling Specialty Policies, however, is the result of the 
solid foundation of Fire Insurance. 


As a groundwork for operations, therefore, Star Fire Insur 
ance business is especially brisk during January. For agents 
who are working up accounts for the new year it furnishes 
a substantial basis. And the many agents who join the Star 
ranks at this time find that Star Fire policies are their 
introduction to a prosperous year. 
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Recreations of Some 
British Underwriters 


HOW THEY PLAY TOLD IN BOOK 





United Kingdom “Who’s Who” in Insur- 
ance Contains Interesting Person- 
ality Facts 





Visitors from Europe frequently say 
that American business men devote too 
much time to their work and not enough 
to‘play which accounts for so many ner- 
vous breakdowns in this country. There 
has: just been recejved in this country 
(by the Insurance Society of New York) 
a copy of “Who’s Who in Insurance,” 
published in London by the “Insurance 
News” of that city, and the book not 
only prints the careers of hundreds oi 
insurance men, many of whom have dis- 
tinguished war records, but also their 
hobbies. Some of the hobbies follow: 

Sir Arthur Worley, general manager, 
North British Mercantile; plays golf 
and is president of United Insurance 
Boxing Club. 

Norman M. Walker, managing direc- 
tor, British General; ténnis, golf and 
music. 

Hugh Lewis, general manager, Liver- 
pool & London Globe; aviation, motor- 
ing, music. 

Sir Gerald H. Ryan, chairman, Phoenix 
Assurance.—Golf. 

Sir Edward M. Mountain, chairman, 
Eagle, Star & British Dominions.— 
shooting, fishing, golf. 

Alfred Ernest Patrick, Alliance —Golf, 
fly fishing, motoring, photography. 

K. K. Peters, assistant! general man- 
ager, London.—Golf, reading. 

James Hamilton, managing director, 
Yorkshire——Long active in social and 
philanthropic work. 

William Arthur Workman, general 
manager, Legal & General.—Golf, ten- 
nis, motoring. 

Henry James Stevenson, secretary N. 
B. & M.—Fisihing, shooting, golf. 

Frederio William Pascoe-Rutter, chair- 
man and governor, London & Lan- 
cashire—Work, travel, golf. 

Walter Hammond Abson, secretary of 
the Drapers & Gen. and Provincial.— 
Cricket and the study of languages. 

James Adams, branch manager, Eagle 
Star, Liverpool—Gardening. 

Robert Aitken, resident secretary, 
Scottish Union and National—Pre-war 
hobby of interest was the inspection or 
reinspection of continental industrial 
risks each summer. 

George Herbert Angus of the Motor 
Union.—Shooting. 

Harry Armour, manager of the Scot- 
tish Insurance Corporation.—Hunting 
and fishing, never missed a season with 
the Linlithgow and Stirlingshire Hounds. 

Stanley Robert Atwill, London Guar- 
antee—Tennis, golfing, motoring and 
music. 

Eben Bain, Dublin, manager of Union 
and Palatine—Motoring and gardening. 

Herbert Frederic Baker, general man- 
ager Motor Union.—Sailing, rowing, 
motoring and golf. 

George Douglas Barton, London Guar- 
antee—Golf, tennis, cricket, shooting, 
breeding gun dogs. 

Major Ralph Arthur Beckett, London 
Assurance.—Golf, swimming, football, 
running and wrestling. 

Henry Soady Bell, joint assistant man- 
ager, World Auxiliary.—Writing for In- 
surance publications. 

Alfred James Bennett, Royal—Music 
and golf. ; 

Maurice Charles Billson, general man- 
ager of the Allied Traders—Cricket, 
tennis and entomology. 

Edmund Alfred Birks, secretary York- 
shire—Fishing, tennis, music and gar- 
dening. 

John Sutherland Charteris Black, gen- 
eral manager, London & Edinburgh Re- 
msurance.—Tennis, walking, gardening 
and travel, 


_Arthur Connew, Royal Exchange— 
Golf. 


Potomac Fire to Have 
Surplus of $1,000,000 


CAPITAL WILL BE HALF THAT 





Old Company Will Do Direct Fire Busi- 
ness; Headquarters in Philadel- 
phia; Progressive Ideas 





Fire insurance organization activity in 
Philadelphia is occupying an important 
place in the news these days. 

The most recent development is that the 
Potomac Fire Insurance Company of 
Washington will ‘shortly engage in the 
transaction of a direct fire insurance busi- 
ness, making its headquarters in Phila- 
déelphia. The head office will remain in 
Washington as the company operates under 
a-charter of Congress. Furthermore, the 
capital of the company will be increased to 
$500,000 and the surplus to $1,000,000.- The 
long standing connection with Crum & 
Forster will be likely to continue. This has 
been a general agency connection outside 
of the District of Columbia and Texas. 
At the end of 1923 the company had assets 
of more than $1,000,000 and its capital 
paid up was $200,000. 

The Potomac is one of the oldest of the 
American companies, having been chartered 
in 1831. Until 1899 it operated only in the 
District of Columbia. In 1911 the control 
of the company was purchased by interests 
identified with the General Accident, and 
in 1913 it reinsured its outstanding liability 
except in the District. During the year 
1914 the company again branched out and 
for some time has been operating in about 
two dozen states. 


The company’s investments are of good - 


character and with its fine backing and in- 
creased resources, it is about to take its 
place among the progressive companies. Its 
net premium income in 1923 was about 
$800,000. 





LEAPS INTO BUSINESS 





George H. Holden, Editorial Man, to De- 
vote Time Hereafter to Advertising 
Department of “Insurance Press” 


George H. Holden, who knows hundreds 
of insurance people in this city and many 
throughout the country, has been made a 
representative of the business department 
of the “Insurance Press.” 

lor eighteen years he has been an 
editorial insurance newspaper man in this 
city, having worked on a number of the 
leading papers, and has the esteem of 
everybody. He has written insurance 
stories of every variety, but probably his 
banquet stories have attracted widest at- 
tention. No matter how dull the dinner, 
Mr. Holden could make it “look like 
something,” and many an insurance man 
quite sure that he was talking platitudes, 
has learned to his surprise, after reading 
Mr. Holden’s version of the speech, that 
he had really scintillated. 

Mr. Holden is a graduate of Trinity 
College of Hartford, and after gradua- 
tion was connected with daily papers in 
Providence and Boston. At one time he 
was on the staff of THe Eastern Un- 
DERWRITER. 


BROKERS DINNER COMMITTEE 

Among the well known insurance men 
serving on the dinner committee for the 
annual dinner of the Brooklyn Insurance 
Brokers’ Association, to be held on Janu- 
ary 15 at the Hotel Bossert, are John 
A. Eckert, Julian Lucas, Victor A. Gauther, 
George H. Reaney, Herbert J. McCooey, 
C. H. Bainbridge, Hank Hessberg, George 
W. Catuna, George Hoffman, Isaac Alkus, 
Edmund Driggs, Jr., Stanley J. Corsa, 
Charles Hagan, Harry Bergen, Martin S. 
Rourke, C. R. Rikel, Albert L. Carr, Sid- 
ney Lehman and Frank Chinnock. 





SERVICE DEPARTMENTS MOVE 

The service departments of the Glens 
Falls and of the Commerce in New York 
have moved from John Street to Room 
1309 at 80 Maiden Lane. This office is 
equipped to bind coverage on risks located 
anywhere in the United States or Canada. 








“The Hartford is getting to be a 


common. word in this town 
and I want to make it even 


more popular.” 


J. B. Michaud is the 
Hartford agent at Ed- 
mundston, N. B. Hart- 
ford agents everywhere 
share his enthusiasm 
over the Hartford’s ways 
of helping them. 

Are you interested in 
a Hartford agency? 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 





practically every form of insurance except life 
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Volumes of Speeches 
and Addresses of 1924 


BEST THOUGHT OF YEAR GIVEN 


“Insurance Advocate” Publications Now 
Covering Selling Models, Economic 
Thought, Underwriting Views, Etc. 


The number of insurance books being 
published is greater than ever before and 
many of them meet a distinct need. 

Among the books that have been found 
of practical use by the producers of insur- 
ance—the agents and brokers—are the so- 
called Convention Year Books published by 
our friends of the “Insurance Advocate.” 
There are two of them issued each year: 
one for life and accident insurance and the 
other for fire, casualty and surety lines. 
[he two volumes issued a year ago at 
Christmas time took immediately with 
people who know a useful producers’ help 
when they see it, and the books sold morc 
largely than had been anticipated. 

The book containing the life and accident 
expert sales and technical thought of 1924, 
up to November Ist, came out two or three 
weeks ago. The fire, casualty and surety 
book will appear in a week or tw. 

There has been an enlarged title given to 
these latest editions, namely: “Annual of 
American Insurance Thought;” and _ the 
reason for this is interesting. Experience 
proved that some insurance peopie were 
not strong for reading what they thought 
were merely typical conventign speeches. 
The name “Convention Year Book” alone 
conveyed a wrong impression of its utility 
to producers. The work of compilation 
was not done only by attending conventions 
and meetings, gathering the set speeches 
and printing them bodily in a book. The 
idea is something entirely different from 
that. Service is the keynote nowadays of 
successful insurance publications as it is of 
successful companies and producers. The 
purpose is to provide the producer with 
assembled expert comment upon selling 
methods, forms of coverage and problems 
connected therewith, underwriting views, 
progress of the business, supervisory and 
legal questions, &c.—all of an up to date 
kind. 

In each case the gist of the matter has 
been picked out and these picked comments 
have been assembled and triple-indexed, so 
that the producer can readily turn to a 
subject upon which he wishes to refresh 
his mind, or obtain particular information, 
to use in his talks to his customers or in the 
furtherance of his business. This is some- 
thing worth while and an increasing num- 
ber of insurance men are buying the books 
and keeping them handy for reference. 
One marked characteristic of these books 
is that each issue in itself will continue to 
be valuable as a reference book for years 
to come. Each year’s issue adds to the 
aggregate of information contained in. them 
aS a series. 


BRITISH FIRE LOSSES 
Not Heavy in Year 1924; Marked Im- 


provement Over the Preceding 
Twelve Months 

The cost of the principal fire losses in 
Great Britain and Ireland during Novem- 
her is estimated as very light. It amounts 
to £261,000, which compares with cor- 
responding losses of £350,000 in, October 
and £508,000 in November of last ‘year. 
The November losses. were, therefore, 
little more than half those of November, 
1923. As usual, the calculations only take 
into account fires in which the damage 
amounted to £1,000 or more. If 50% be 
added to the figures in respect of smaller 
fires, the total cost of all the fires becomes 
£391,500. The corresponding loss for 
October last is raised to £525,000, and that 
for November to £726,000. 

The losses due to the principal fires 
during the first eleven months of the year 
amount to £4,729,700, as. compared..with 
corresponding losses of £6,683;400 in the 
first eleven months of 1923. The estimated 
cost of the principal fires during.the, whole 
of 1923 was £7,191,000 ($38,985,000). 


SPECIALS GIVE PARTIES 
Western New York Field Club Keeps Its 


Social Activities Alive in 
Rochester, N. Y. 

The Western New York Field Club, 
with a membership of special agents travel- 
ing in Western New York, having their 
headquarters in Rochester and the vicinity, 
held its annual New Year’s party January 
3 at the Seneca Hotel in Rochester. About 
twenty-five persons were present at the 
dinner. J. H. Barker, executive special 
agent of the Virginia Fire & Marine, Rich- 
mond, Va., was the guest of honor. 

During December a ladies party was con- 
ducted opening with a dinner, a mock trial 
sandwiched in between, and ending up with 
a dance. The mock trial was over the 
possession of a golf cup presented by Frey 
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& Donald, Inc., adjusters at Buffalo, N. Y. 
and claimed to have been won by W. E. 
Soyd, Jr., local agent at Buffalo. A. J. 
Hughes of the Phoenix Assurance claimed 
to have held the cup. The jury of women, 
after presentation of much evidence, dis- 
agreed. The defendant was represented by 
Attorney Unfug of the Phoenix Indemnity 
and the plaintiff by Attorney Richard E. 
Jacobson, local insurance attorney in 
suffalo. About fifty of the members and 
their wives and sweethearts were in 
attendance. 


NORTH CAROLINA’S GOVERNOR 


The Governor of North Carolina, A. W. 
McLean, is a member of McLean, Varser 
& McLean, lawyers in Lumberton, N. C., 
who represent insurance companies among 
other clients. 


January 9, 1925 


BOOSTS CAPITAL TO $1,000,000 


Federal Union of New York Licensed in 
Most States; Rapidly Expanding 
Its Agency Forces 
The Federal Union of New York, asso- 
ciated with the Liverpool & London & 
Globe, has increased its capital from $200,- 
000 to $1,000,000 thus bringing it into the 
millionaire class of companies. President 
C. A. Nottingham is managing the rapid 
appointment of agents in the many states 
where this company now operates and 
with the experience of the L. & L. & G. 


behind it the Federal Union should make 
rapid progress. Vice-presidents of the 
company include T. H. Anderson and H. 
T. Cartlidge. 
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Bankers & Shippers 
$500,000 Case Up Again 


IN ENGLISH COURT OF APPEALS 





American Company Seeks to Have Arbi- 
tration Enforced; Denies Precedent 
Has Been Set 





Sometime next week the case of the 
Bankers & Shippers against the Liver- 
pool Marine and General will be brought 
up in the English Court of Appeals on 
motion of the plaintiffs and a decision is 
expected within two weeks or so after 


the appeal starts. This is the case in 
which the Bankers & Shippers is try- 
ing to recover £107,000, or over $500,000, 
but has so far been blocked by an un- 
fortunate chain of circumstances, namely 
by the non-residence of the defendant 
in this country, and by two decisions in 
England based upon technicalities. It 
has been proven conclusively that the 
Bankers & Shippers is the victor on the 
merits of the case. 

The appeal to be heard next week will 
be against the decision of the late Justice 
Bailhache in the King’s Bench Division 
which declared that the Bankers & Ship- 
pers had no case against its English re- 
insurer because the plaintiff had not 
proceeded in accordance with the New 
York State arbitration law before going 
before the English Court and so he could 
not enforce the arbitration. 

It will be recalled that the suit against 
the Liverpool Marine & General started 
after that company had failed to par- 
ticipate in an arbitration of its differences 
with the Bankers & Shippers. When the 
reinsurance contract was drawn up be- 
tween the two companies there was a 
clause inserted to the effect that in case 
of difficulty each party would agree to 
arbitrate by appointing an arbitrator 
who in turn would appoint an umpire. 
In the event that either party refused 
to arbitrate, then the other party would 
be permitted to appoint the dissenting 
party’s arbitrator in order that the arbi- 
tration could continue. 

This machinery for settlement of dif- 
ficulties was set up in the contract in 
order to circumvent trouble that might 
otherwise arise because the Liverpool 
Marine & General was not admitted to 
this country and therefore not under the 
jurisdiction of American courts. 


Hi 
Liverpool Refused to Pay 


The Bankers & Shippers was one of 
the companies in the Maritime Under- 
writing Agency before the agency dis- 
solved. When a call was made to the 
Liverpool for a large sum of money to 
cover marine losses sustained and to 
Maintain reserves here against potentia! 
liabilities the Liverpool refused to comply 
with the request of the Bankers & Ship- 
pers. That started the dispute. 

Resort was taken to the arbitration 
clause, but the Liverpool also refused to 
arbitrate. Thereupon the Bankers & 
Shippers named both arbitrators, Hendon 
Chubb and Wm. D. Winter, who in turn 
named H. K. Fowler as umpire. Their 
unanimous decision gave the Bankers & 
Shippers the half million dollars involved 
in the case. Even then the Liverpool de- 
clined to accept the arbitration. 

_ Bonynge & Barker, well-known marine 
insurance and shipping lawyers of this 


city, were retained to represent the 
Bankers & Shippers. Wendell P. Barker 
went to England to get a judgment to 
enforce the arbitration decided here. At 
first the Liverpool made counter claims 
and charged the American company with 
fraud, but these allegations were quickly 
withdrawn when the facts were brought 
to light in court. However, the Liver- 
pool did succeed in winning two decisions 
on legal technicalities. 

The first involved the failure of the 
Bankers & Shippers to comply with the 
British stamp tax law. Without the 
documents being properly stamped there 
can be no suits brought into court, and 
one court held that the reinsurance con- 
tract was not stamped. In the second 
case Justice Bailhache afterwards held 
that the Bankers & Shippers should have 
gone to the New York Supreme Court 
when the Liverpool failed to arbitrate 
instead of proceeding with the arbitra- 
tion. 

Counsel for the Bankers & Shippers 
replied by saying that the New York 
arbitration law, of recent passage, could 
not provide precedents for Justice 
Bailhache’s ruling and besides it was 
clearly stated in the reinsurance contract 
what procedure was to be followed in 
arbitration difficulties. Both parties sub- 
mitted the opinions of expert analysts of 
the arbitration law and finally Justice 
Bailhache declared he had to rule for the 
defendant, even though he believed the 
Bankers & Shippers was right on the 
facts. 

At the time of this trial there had been 
no cases settled under the New York 
arbitration law. Since last summer, 
however, a case came before the New 
York Appellate Division involving a ship- 
ment of butter from South Amerfca. 
Disputes concerning the quality and 
quantity of the shipment arose so the 
parties decided to arbitrate. Subse- 
auently one party withdrew before the 
proceedings had gone far and the other 
side appealed to the courts to force the 
arbitration to continue. Justice McAvoy 
held that the arbitration proceedings 
must proceed. 

R. A. Wright, counsel in England for 
the Liverpool, entered the results of this 
case in an affidavit a few weeks ago 
contending that it supported the Liver- 
pool’s position. Bonynge & Barker, on 
the contrary, and S. L. Porter, represent- 
ing the Bankers & Shippers in England, 
hold that this case differs materially from 
their case. In the suit over the butter 
shipments the parties had not included in 
their contracts definite provisions govern- 
ing settlement of disputes by arbitration. 
The Bankers & Shippers and the Liver- 
pool, on the other hand, had set up work- 
able machinery for arbitration when the 
reinsurance contract was signed. It is 
the contention of the American company 
that Justice McAvoy’s opinion under the 
arbitration law should apply only in 
cases where the disputants had failed to 
make provisions governing a refusal to 
arbitrate by one party or the other. 





TO INCREASE CAPITAL 

The board of directors of the Rhode 
Island Insurance Company of Providence 
have decided to seek legislation to allow 
the company to increase its capital to 
$1,500,000. The directors have also voted 
to increase the paid up capita! from 
$600,000 to $750,000 and through the sale 
of the new stock they will also add 
$100,000 to the company’s surplus. 


HONOR SIR JOSEPH LOWREY 








American and British Underwriters 
Present Him With Gift for 
Work in Japan 


At the offices of the Institute of. London 
Underwriters a presentation was recently 
made to Sir Joseph Lowrey in recognition 
of his work in Japan after the earthquake 
of 1923 as the representative of English 
and American underwriters’ interests. The 
presentation was in the form of a casket 
of Amboyna, or Indian mottled wood, in 
which was a book containing an address. 
The address read as follows: 

“The underwriters of Great Britain and 
the United States of America, whose sig- 
natures follow, wish to express their deep 
appreciation of the services you rendered 
them in connection with the terrible earth- 
quake disaster of September 1, 1923. At 
their request, although suffering from the 
effects of a long and severe illness, you 
placed yourself unreservedly at .the. dis- 
posal of underwriters and proceeded to 
Japan, where for many months of severe 
and unremitting toil, under most difficult 
circumstances, you successfully represented 
their interests. They desire that you will 
accept this tribute of acknowledgement as 
an expression of their personal esteem, in 
grateful recognition of your unstinted and 
disinterested efforts on their behalf.” 

H. T. Tines, chairman of the Institute 
of London Underwriters, who made the 
presentation, said that they had met to do 
honor to one of the greatest personalities 
in the contemporary history of British 


Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 
HARTFORD, CONN. 








Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 





Why Not You 








marine insurance. Ernest E. Adams, ore Bon 
chairman of Lloyd’s, said that Sir Joseph Fire 
Lowrey was not only a recognized expert : 
in marine salvage, but also in earthquake, Automobile . 
Gre. aid Bask Inland Marine and Coastwise 
Rain, Hail 
In, Mal 
CHANGES NAME Rent, Rental Value 
: The pene pa 4 Co., “ Cleveland, O-. Leasehold 
NaS announced a Change of corporate title 
to the Hale & Hale Co., because of the ——— Occupancy 
admission of the son of President J. G. r 
Hale, Clayton G. Hale, to the business and Sprinkler Leakage 
his selection as vice-president of the com- Registered Mail 
pany. age A. Seaton, one of the original Parcel Post 
partners, when the business was established ista’ 
twenty-five years ago, died nineteen years i Ba ote 
ago. Young Mr. Hale graduated from esmen Ss samples 


Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 


the University of Michigan last June, but 
has had considerable experience in the 
business. 
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‘* Then giveto THE WORLD the 
best that you have and the best 


LOGUE BROS. & Co., Ine. will come back to you.” 


sw FOURTE AVENUE PITTSBUROE 

















1871 


Fifty-three Years—Time Tested 1924 


SUPERIOR 
INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, by friendly co-operation and consistent: and dependable 
service, has won a high place in the agency field. 


Total Assets $4,543,938 
$1,000,000 Capital 4 Policyholders Surplus $1,752,289 
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Local Agents to Meet 
In Savannah, Feb. 10-12 


NATIONAL ASS’N CONVENTION 


Fight With Piscusan’s and Northwest- 
ern Nat'l Will Be Feature of Pro- 
gram; Many Other Topics 


This year’s mid-winter meeting of the 
National Association of Insurance Agents 
will be held at Savannah, Ga., on Wednes 
day and Thursday, February 11 and 12 at 
the DeSoto Hotel. These dates are con- 
siderably in advance of those of other years, 
the meeting usually being held in March. 

The get-together dinner will be held 
Tuesday evening, February 10, and on that 
same day there will be a conference of 
state presidents and the national executive 
committee. There will be sessions at 10 
a. m. and 2 p. m. on each day of the con- 
vention. 

“Little, if any, time will be devoted to 
formal addresses or lengthy reports,” says 
Secretary Walter H. Bennett. “It is be- 
lieved more profitable to confine the ses- 
sions of the Mid-Year Conference almost 
entirely to discussions of problems and sub- 
jects of general interest. Current events in 
the insurance business lead us to believe 
that this Mid-Year Conference will be of 
unusual interest to the agents of the 
country.” 

This last remark of Mr. Bennett refers 
undoubtedly to the latest developments in 
the contest between the National Associa- 
tion and the Firemen’s of Newark and the 
Northwestern National of Milwaukee. 
Reports will be made to show what atti- 
tude individual members of the National 
Association are taking. The national body 
has declared it to be inconsistent for mem- 
bers to retain their memberships and still 
represent these two companies. State 
associations and local boards the country 
over have endorsed strongly the Milwaukee 
resolution. Now it remains for each 
agent writing for either of the two com- 
panies named to decide what action he will 
take. Final success or failure rests with 
the local agent himself. 

There will also be questions of commis- 
sions and separation to come before the 
Savannah convention. The West Virginia 
commission tangle is by no means a settled 
matter nor is it likely to be before Febru- 
ary 10. These and other subjects will 
provide probably plenty of fireworks for 
this important convention of the National 
Association. 


HEAD OFFICE ATLAS CHANGES 


Some important staff appointment: 
are announced by the Atlas, following 
the retirement of Mr. H. S. Mallett, the 
joint fire manager. 

Mr. Falloon, who has hitherto held the 
dual position of General Manager and 
Secretary, is relieved of the particular 
functions expressed in the latter title. 
They devolve upon Percy E. Welsh, 
hitherto the Company’s manager for 
Australasia, who becomes Assistant 
Manager and Secretary. 

W. Penman, F.I.A., hitherto actuary, 
has been appointed actuary and. life 
manager; and Mr. R. Gibson has been 
appointed accident manager. 


WRITES GOLF CLUB ARTICLE 

William L. Hadley, secretary of Tue 
EASTERN UNDERWRITER, has a page ar- 
ticle on the Suburban Golf Club of Eliza- 
beth, N. J., in the January number of 
“Golf Illustrated.” The article contains 
a picture of the new home of the club, 
with pictures of the greens and fairways, 
and is headed: “An Object Lesson in 
Conservative Development.” 


$100,000 CORPORATION 

Calvin S. Elliott Co., Inc., Buffate, N. Y., 
has been chartered at Albany with a capital 
of $100,000 to sell insurance. C. S. Elliott, 
172 Linwood Avenue; C. S. Elliott, 218 
Highland Avenue, and E. A. Dunlap, 174 
Pearl Street, Buffalo, N. Y., are the di- 
rectors and subscribers. Moot, Sprague, 
Brownell & Marx, Buffalo, N. Y., are 
attorneys for the corporation. 


UNPROTECTED TOWNS 





What Damage Fire Can Do Illustrated 
in Cases of Morton, Wash., and 
Yelm, Wash. 

The grim experience of Morton and 
Yelm, Wash., in fires during 1924, show 
what can be done in the way. of damage 

to unprotected towns. 

Only nine out of thirty business houses 
in Morton were left standing after a fire 
which raged from 1 o’clock until 4 o’clock 
in the morning. The damage was a 
quarter of a million; the insurance only 
$85,000. 

In Yelm, where fire was fought by 
bucket brigades and small garden hose, it 
was necessary to dynamite a number of 
buildings. 


JOINS TRAVELERS FIRE 
Joseph D. Leahy, chief accountant of 
the New York office of the Liverpool & 
London & Globe, has resigned to join the 
Travelers Fire at Hartford. 
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RICHARD CUTTS, WASHINGTON,D.C. 
REPRODUCED THROUGH 
THE COURTESY OF 
G.P.PUTNAM G& SONS. 





Quality recognizes true quality 


“Dolly” Madison—during the Presidential terms of Thomas Jefferson and her husband, 
James Madison— guided the social destinies of the National Capital. For sixteen years 
she was the hostess and “Belle of the White House”—universally adored and unbe- 
lievably popular. 


Quality appreciates true quality 


“Dolly” Madison insured the Madison residence at Montpelier, Virginia, under a Penn- My 
sylvania perpetual policy. This very minute that policy is in force. 


Qual ity distinguishes 


the uncommon from the commonplace. 


For one hundred years Pennsylvania policies have protected the residences of na- 
tionally-known men and women in every walk of life. Present day notables, 


as well, hold in high repute these bonds of 
integrity and dependableness. 
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Hoagland Says Schools 
Are Built To Burn 


MOST OF THEM ARE FIRETRAPS 





Fire Prevention Expert Declares Schools 
. Teach Wrong Viewpoint With 
Regard to Fires 





Ira G. Hoagland, of the National Auto- 
matic Sprinkler Ass’n., takes the disas- 
trous school house fire at Babb Switch, 
Okla., in which more than thirty school 
children lost their lives, as the text for 
a letter to the editor of the New York 
Herald-Tribune in which he criticizes 
methods used by school authorities for 
preventing loss of life in case of school 
fires. Rather than spend so much time 
on fire drills and the matter of using 
the right exits more energy should be 
spent on the subjects of fire prevention 
and. control, says Mr. Hoagland. His 


letter on schoolhouse fires follows in 
full: 


To the New York Herald-Tribune: 

Following the report in the New York 
Herald-Tribune of the Christmas Eve 
holocaust in the Babb Switch rural 
school, near Hobart, Okla., was a dis- 
patch item from Cleveland, recalling the 
Collinwood School disaster of March 4, 
1908, in a suburb of that city, in which 
172 children and two teachers lost their 
lives. 

Not only does the Hobart tragedy re- 
call the one in Collinwood, but also in 
Cleveland; near Camden, S. C., May 17, 
1923, seventy-seven lives lost, and in Pea- 
body, Mass., October 28, 1915, twenty- 
one lives lost, and others. 

About the Collinwood disaster a prom- 
inent architect said: “The Collinwood 
fire, with all its horrors, may be re- 
peated any day, so little the lessons 
taught by that fire have been heeded.” 
The Hobart holocaust is another re- 
petition. 


Built to Burn 


“Built to Burn—Time Past Due But 
Not Yet Arrived,” is the legend of a 
placard that may be tacked on several 
hundred thousand schoolhouses in this 
country. Any one who thinks this is an 
extreme illustration of a condition of 
schoolhouses had better study the fire 
record of this class. During recent years 
there has been an average of five fires 
a day in schoolhouses and an average 
property loss of fully $5,000,000 a year. 

More than one-fifth of the population 
of the country—the vital portion which 
represents the nation’s hope of the future 
—spend several hours a day for fully 200 
days each year in schoolhouses in which 
are conditions favoring the inception and 
spread of fire that would not be tolerated 
for a moment in progressive commercial 
and industrial establishments, and which 
in some cases would be forbidden bv 
law. The committee on safety to life of 
the National Fire Protection Association 
has declared that fully 90 per cent of all 
schoolhouses are veritable firetraps. 

The little children in the Collinwood 
school had practiced fire drills, but when 
smoke began to thicken throughout the 
second story, each instinct of  self- 
Preservation threw restraint and order 
aside in the mad rush to escape. 


Exits Over-Emphasized 


It was said that the doors of the 
Babb Switch rural school, near Hobart. 
opened inward. Of course that should 
not have been, but remember at the 
Peabody school the doors opened out- 
ward and there were two exits, one in 
front and one in the rear of the school 
for the girls and boys respectively; and 
the twenty-one little girls who lost their 
lives because their escape was cut off 
from their own exit did not think of 
getting out through the boys’ exit, as 
they had been drilled to use only one. 
What a lot of fallacy there is conjured 
up in this matter of exits! 

There are a number of public author- 
lties in this country that are making 





every endeavor to account for their re- 
sponsibility in safeguarding life from the 
peril of fire in schoolhouses. As an in- 
stance of this take New Orleans, La., 
where there are upwards of 100 schools 
wholly or partially protected from the 
peril of fire by automatic sprinklers; and 
out in Globe, Ariz. the National Fire 
Protection Association reports that the 
schoolhouses in District 1 are 100 per 
cent sprinklered. 

One definite thing, and for which there 
is an immediate need in arresting the 
nation’s fire waste, is to stop fires in 
schoolhouses and absolutely eliminate 
all conditions in them which favor the 
inception and spread of fire. Exits and 
fire drills are not the remedy. Fire pre- 
vention and control are the only remedy. 

I. G. HOAGLAND. 


New York, Dec. 27, 1924. 





AGENT BECOMES LAWYER 


William J. Robinson, president of the 
Robinson Insurance Company, Inc., of 
Erie, Pa., was admitted to the bar of 
Erie County, Pa. last December. Mr. 
Robinson, a graduate of Yale and Har- 
vard Law School, had a brilliant war 
career. He expects to make a specialty 
of insurance practice. 


THE BARBOUR RESIGNATION 

In referring to the services of R. P. 
Barbour while with the North British 
& Mercantile group, United States Man- 
ager Cecil F. Shallcross, this week paid 
him the following tribute: “Mr. Barbour 
has been associated with us for many 
years; his services have been of the 
greatest value and we much regret their 
discontinuance. He leaves us to be- 
come a member of Fred S. James 
& Co., of New York, and takes with him 
our very best wishes for every possible 
success, a sentiment in which I am sure 
all his other friends will join.” 





215TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 








MADE MANAGER FOR MAINE 

William Bush has been appointed man- 
ager for Maine for the General Adjust- 
ment Bureau, with headquarters at Port- 
land. He lives in Portland now and has 
operated there for several years as an 
independent adjuster. Harvey Russ, gen- 
eral adjuster, will have general supervision 
of the Maine branch of the Bureau. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and \the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


Howle, Jarvis & Wright, Ime, General Agente 
Metropolitan Distriet 
81 JOHN STREET 
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talking prosperity. 
business year. 


Up Anchor! 


' We have jumped into 1925 all optimism. Everyone is 
Indications point to a happy new 


But in the midst of our jubilation at “Getting back to 
Normalcy” can we afford just to sit around and gloat over 
it? The man who floats along with the flood tide of better 
times never will get as far as the skipper who knows when 
to hoist his sails and lay a true course. 


Perhaps you need new rigging. Maybe your compass 
wants checking. The American Eagle Special Agent will 
be glad to give service along any line in his power. 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM 
Chairman of the Board 


CASH CAPITAL .ONE MILLION DOLLARS 


- CHICAGO * 


SAN FRANCISCO 
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PAUL L. HAID 


President 
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Agent in New York State. 
worker and a producer. 








EXPERIENCED FIRE INSURANCE MAN 
SOUND UNDERWRITER 
SEEKING APPOINTMENT 


Advertiser has over twenty years’ experience in important 
executive and field positions with high-class companies, includ- 
ing six years in Canada, and four and a half years as Special 
A thoroughly sound fire man—a 
Now residing in South and wishes to 
return North, seeking executive or Special Agency position in 
New York State or Canada preferred. 


Address: Box 1016 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 














The North River Insurance Ce. of 
New York 

Richmond Insurance Company of 
New York 


United States Merchants & Shippers 
Insurance Company 

New York State Fire Ins. Co. eof 
Albany, N. Y. 

Union Fire Insurance Co. of Buffalo, 
New York 


F. M. Gund, Manager, Western Depart- 
ment, Freeport, Illinois 
Hines Brothers, Managers, Southern 
Department, Atlanta, Georgia 





CRUM AND FORSTER 
110 WILLIAM STREET—-NEW YORK CITY 
REPRESENTING 


United States Fire Insurance Co. of 
New York 

British America Assurance Co. ef 
Toronto, Canada 


Western Assurance Company ef 
Toronto, Canada 
Potomac Insurance Company of 


Washington, D. C. 


United States Underwriters’ Pelicy 
of New York 


W. S. Jackson, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, Nerth 
Carolina Dept., Durham, Nerth 
Carolina 








German Companies and the Gold Mark 


(Continued from page 1) 


much gold capital is not sufficient to form 
a judgment about the standing of the 
German insurance companies. There 
must be known what is the exact amount 
of gold capital which has been paid in 


The Renten Mark 


The Renten Mark established in orde: 
to prepare the market for the gold mark 
resulted in a general economic. crisis 
which the insurance companies particu 
larly had to face. The cost of living be 
came very dear, expenses rose above the 
gold level, while against this the income 
and turnover of the companies receded 
considerably. German industry fell off, 
new policies were at a minimum and the 
collection of premiums became difficult 

The life insurance business was not so 
much affected by the gold value but 
individual policies were smaller. Dur 
ing the last few years the life companies 
dispensed with compulsory medical ex 
amination as the insurance in marks was 
not much of a risk. In life insurance, 
however, there was also difficulty in col 
lecting premiums. 

There are many valorization problems 
as maturities to be paid must be based 
on the gold rate : 

Public opinion is to have these policies 
repaid with 15% of the gold value which 
would be satisfactory to the companies if 
their mortgage loans and state obliga 
tions can be converted into gold values. 


Many New Types of Insurance 


In fire insurance, policies have been 
issued in recent years in foreign currencies, 
in rye and coal and other solid values. 
Such policies are now exchanged against 
new ones, made out in gold mark. Busi- 
ness is. getting on a more substantial basis 
and efforts to rebuild former organization 
throughout the country are being made, 
chiefly in smaller places. Besides this 
companies are inaugurating new types of 
insurance, as fire contracts and mixed 
household insurance, which involves insur- 
ance against fire, accident and burglary 
by the same contract. Attempts are made 
to write “collective fire insurance con- 
tracts,” but the State Supervision Board 
has not consented as yet to permit this 
type of business. 

The standing of the German fire re- 
insurance companies is below that of the 
peace years, even the war years. The 
companies of the Succession States, formed 
in the territory of the former Austrian- 
Hungarian Empire, which once gave the 
chief part of business to the German re 
insurance, have made new connections with 
British, Italian and Swedish companies. 
The German reinsurance companies of late 
have been trying to win back their old 
position in Austria, Hungary and the Bal- 
kan States, but this will be a big under- 
taking to be achieved only through the 
payment of higher commissions. Besides 
this the stabilization of the German cur- 


rency may be followed by advances in rates 
in the fire business. 

As to the insurance against accidents, 
the twelve risk classes have been reduced 
to eight. New insurance types are created 
day by day. 

There is, for instance, insurance of tele- 
grams, whereby the company endorses the 
obligation to pay a certain indemnity if the 
telegram goes astray or reaches its destina- 
tion belated. 

The insurance science of Germany is 
rising again. 

The Institution for German Insurance 
Science celebrated its jubilee by publishing 
a new Insurance Encyclopedia, giving a 
review of the results of the new researches. 

i 


New Companies in the Field 


We cannot fail to mention that the place 
of the many dissolved or liquidated com- 
panies is still constantly being filled out 
by new companies. Such is, for instance, 
the Zenthropa, a lately formed general 
insurance company in Berlin with a capital 
of 2,000,000 gold marks, 25% of which is 
actually paid in. The Life Insurance Bank 
of Leipzig has been recently founded with 
1,000,000 gold mark capital fund. Fur- 
thermore, a new big plate glass insurance 
company is beginning its activity with the 
cooperation of the German glass factories. 

The whole country is compelled to face 
new obligations which will make it neces- 
sary to reduce and lower the standard of 


life in all directions. The insurance com- 
panies are, therefore, confronted with new 
problems, such as the utmost simplifying 
of administration, a rigorous controlling of 
the damages, carefulness in new busi- 
ness, clever politics in handling of the 
reserve funds, cutting off the dividends, 
reorganization of the old international con- 
nections, fighting down trials for self in- 
surance, all heavy problems claiming cap- 
able and honest leaders. 


G. H. BATCHELDER ADVANCED 





Ass’t Manager of North British Group 
To Supervise Central and Western 
Depts.; Other Changes 
George H. Batchelder, assistant man- 
ager of the North British & Mercantile 
and vice-president of: other companies 
in the group, who has been in charge of 
the Central department, comprising six 
middle-Western States, and who has ex- 
tensive popularity with the agency force 
of the companies, will supervise both the 
Central and Western departments when 
R. P. Barbour retires from the organi- 

zation next Thursday. 

United States Manager Cecil F. Shall- 
cross also announces the following 
changes: “In recognition of faithful and 
efficient service, F. A. Gantert, general 
agent of the Central department, and 
E. S. Inglis, general agent of the West- 
ern department, will be at the helm ot 


thei respective Gcpartments with en- 
larged responsibilities and scope of 
work,” 





A. R. MONROR, President 





Chartered 1811 


! NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$5,207,441 


SURPLUS TO POLICY HOLDERS 
$1,921,968 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 


(Re See amt tug itn Rees incon cegnaeate iRARRRREAE LES oc ere labia aS 





Should Agents Be In 
Insurance Exclusively? 


STATE AGENT WRITES LOCAL 
Thinks Big Thing is for Company to 
Have “Good Agents” Whether 


Sideliners or Not 

The state agent of one of the largest 
insurance companies has written this 
letter to an agent who is prominent in 
the National Association of Insurance 
Agents: 





January 2, 1925. 

My dear Mr. ———: I am just in re- 
ceipt of your letter of 30th instant and 
take immediate occasion to say that, per- 
sonally I am not afraid to trust the cool 
judgment of the officers and membership 
of the ——— State Agents’ Associa- 
tion and have expressed myself to that 
effect whenever the subject of possible 
adverse action by the association has 
been discussed in my presence. 

I do think that great care always should 
be taken in the formulation of rules for 
any purpose whatever, as there is a 
strong tendency to become rule bound 
on the part of some and to seek to break 
rules on the part of others. Hence, 
rules always should bear the unmistak- 
able stamp of sound wisdom and should 
work no real hardship on any. 

We have complied with the local rules 
in ——— ever since the formation of 
the Exchange here and believe that we 
have not lost by doing so. I realize 
that the limitation of company repre- 
sentation is fundamentally necessary not 
only in the interest of the agents, but 
that of the companies as well and should 
be glad to see some plan formed where- 
by the agency business might be placed 
strictly in the hands of persons who give 
the full measure of service. I doubt the 
final effectiveness of any attempt that 
may be made, however sincere and 
rightly intended, to hold the business 
solely in the hands of persons who have 
no other business. To do that can re- 
sult in locations having to surmount in- 
convenience in securing coverages and 
may keep from the companies quite a 
volume of premiums on desirable busi- 
ness. As I see it, what is needed is good 
agents, whether exclusively in the in- 
surance business or not. We find that 


some of our agents who do nothing else, |! 


seem to do little but give trouble to 
their companies, while others (who are 
so called “side line agents”) are prompt 
and exact in the discharge of their duty 
alike to customers § and companies. 
Naturally, what the companies seek 1s 
a good agency force, sufficiently dis- 
tributed to give a fair volume of the de- 
sirable business of the community. I 
shall do my utmost to further any plan 
that seems to promise such a develop- 
ment. 

I am quite willing that my personal 
views as above set forth shall be put 
before the committee. 








Ee ee ee ees 

















January 9, 1925 


————===— 














own ne aaaee 
THE EASTERN i 
Crees UNDERWRITER 2 








Page 27 





Urges Further Use ot 
Sprinkler Systems 


BENEFICIAL TO. ALL PARTIES 





Assureds, Agents and Companies Bene- 
fit By Improvements Which Result 
in Lower Fire Loss Ratio 





That local agents should make further 
use of the improved risk departments of 
their fire insurance companies in order 
to aid in the reduction of fire losses, is 
the advice of Second Assistant Manager 
W. H. Gartside of the Western Depart- 
ment of the Fireman’s Fund in an ar- 
ticle in the latest issue of the “Fireman’s 
Fund Record.” Mr. Gartside points out 
the incalculable value of automatic 
sprinklers and the gains agents will 
make by urging the installation of these 
systems even though such improvements 
mean rate reductions, and consequently 
premium reductions. 

Following are extracts from Mr. Gart- 
side’s article: 

“In the endeavor to assist their agents 
in the development of business, various 
organizations have been formed, with 
which you are more or less familiar, and 
many companies have, individually, es- 
tablished so-called Improved Risk De- 
partments, Service Departments, Broker 
age Departments, etc., etc. Improved 
Risk Departments were established by 
individual companies, originally, to en- 
courage and develop the use of auto- 
matic sprinklers for fire protection, and 
to stimulate improved methods of con- 
struction, with the further thought in 
mind of increasing the volume of sprink- 
lered risks and those of fire resistive 
construction, on their books. 

“The automatic sprinkler is the best 
fire prevention, or rather fire extinguiish- 
ing device known, and in view of the 
fact that fire losses in this country 
amount to over $500,000,000 a year, the 
encouragement of improved construc- 
tion and fire protection equipment is 
surely in order. 


Lower Rates Don’t Mean Less Income 


“Some years ago the agents in one city 
expressed their disapproval of automatic 
sprinklers on the ground that they would 
reduce their premium income. The 
agent who is interested only in his 
premium income is not one who will 
render any service of constructive value. 
The idea that sprinklers should not be 
installed because premiums would there- 
by be reduced is distinctly out of date. 
The corollary to that thought is that 
fires should be encouraged in order that 
premiums might be increased. The in- 
stallation of automatic sprinklers should 
be encouraged because sprinklers save 
liie and property from destruction, and 
one of the things that must be accom- 
plished is the reduction of the fire waste 
in this country. Furthermore, the loss 
of 15,000 lives annually by fire is a 
needless sacrifice. 

“I anticipate your natural reaction to 
these suggestions, namely, that should 
the installation of automatic sprinklers 
be increased, your income would thereby 
be greatly reduced. I do not believe 
that is true—at least, not to the extent 
you might anticipate. A decrease in the 
price of things sold increases the amount 
of sales, and the lower the price, gener- 
ally speaking, the more insurance a 
man will buy. The increase in the 
amount of insurance purchased because 
of the reduction in rate for the use of 


the coinsurance clause is an illustration 
of that fact. 


Services of Improved Risk Departments 


“The Improved Risk Departments, or 
Service Departments, or whatever you 
wish to call them, offer you every facil- 
ity needed to enable your client to equip 
his property with sprinklers, with a 
Minimum of effort on his part and a 
maximum of benefit as regards protec- 
tion, cost, etc. The company, through 
its Improved Risk Department, will se- 
cure bids for the sprinkler equipment, 


or advise your client how he can secure 











them; will see to it that no unnecessary 
equipment, which would add to the cost 
without increasing the efficiency, is in- 
cluded in the price; will secure the nec- 
essary approval of the rating authorities 
to the plans, and negotiate for the most 
advantageous rate which can be secured 
for risks of the class which is being 
sprinklered; will prepare forms so that 
the coverage may be clear and complete 
—in other words, will give the assured 
the benefit of its experience, engineering 
knowledge, etc., as though it were di- g. 
rectly employed by the assured, and 7 Ga 
without cost to him. 


ASSETS 


. Smith, President 





National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1924 
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Advice on Sprinklers 








“It frequently happens, however, that Re 
sprinkler equipments are installed by the 
owner without any reference to or con- 
ference with the underwriters, and then 
the assured is dissatisfied with his rate, 
or has some other fault to find with the WwW. 
companies. Investigation often devolops A 
the fact that sprinklers were installed 
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effort to hold down the cost of the 
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equipment, he may overlook or ignore 
the need for sprinklers in areas which 
he considers unimportant, and omits to 
give consideration to certain features of 
the construction of his building, such 
as open floorways, arrangement of his 
stock, ete., which have an important bear- ut : 
ing on the efficiency of a sprinker equip- ‘Tentative plans have been made for 
ment. Consequently, his rate is higher Wide bridges joining the upper floors of 
than he expected, and he is disgruntled the head office building and the new 
and becomes sharply critical of the in- >uilding. 
ita possibly: Ceeatis W. H. Nichols & Co., who has operated 
ee) an exclusive casualty office at 708 Guardian 


Py Building, Cleveland, O., for some time, 
EIGHTY-YEAR-OLD AGENT is adding a fire department. Application 


Sylvester C. Baldwin, senior member of has been made for Class 1 membership 
Baldwin & Stone, agents in Rome, N. Y., in the Fire Insurance Club of Cleveland. 
is eighty years old. He is a veteran of The Queen, Great American, Hartford and 
the Civil War and goes to business every the North Carolina Home are among the 
day, rain or shine. companies that will be represented. 


NEW ANNEX 





Fireman’s Fund Putting Up Eight-Story 
Building Adjoining Home Office 
_The Fireman’s Fund is_ erecting an 
eight-story building adjoining the head 
office in San Francisco. 




















We Have For Sale 





100 Carolina Insurance 

25 City of New York Insurance 
50 Continental Insurance 

50 Fidelity-Phenix Insurance 

25 Franklin Insurance 

100 Glens Falls Insurance 

50 Great American Insurance 
50 Hanover Insurance 

50 Home Insurance 

100 Insurance Co. North America 
25 Niagara Insurance 

50 North River Insurance 

100 Westchester Insurance 





INQUIRIES INVITED 


J. K. RICE, JR., & CO. 


Telephone: John 4000 NEW YORK 36 Wall Street 























AUTO FIRES ON BRIDGES 





Too Many in New York to Suit City 
Officials; Inquiry Under 
Way 


So many have been the fires in auto- 
mobiles on the bridges of this city that 
William Wirt Mills, Commissioner of 
Plants and Structures, has asked the police 
and fire departments to cooperate with him 
in an investigation to ascertain means of 
preventing such fires. In an interview 
with the daily papers, he said in part: 

“It is necessary to be rather frank about 
this, for a fire in an automobile crossing 
a bridge is more serious than a similar 
fire in a public street, for such a fire 
blocks the bridge, hinders traffic, tends 
to produce panic and endangers other ve- 
hicles and the bridge itself. 

“The ready excuse given for these fires, 
in most cases, is ‘leaking gas tanks.’ I 
believe an automobile owner should and 
can be held responsible for such an in- 
vitation to fire. 

“May I have the cooperation of your 
department in efforts to stop this habit?” 





Alliance Assurance Passes 
One-Hundredth Anniversary 


The Alliance Assurance, one of the large 
sritish life, fire, marine and casualty mul- 
tiple line companies, has published a history 
of its affairs in connection with the celebra- 
tion of its one hundredth anniversary last 
year. The company was formed in 1824 
and now stands as one of the leaders in 
the British insurance field, with an annual 
premium income amounting to millions of 
dollars in each of the lines that the Alliance 
writes. During the entire one hundred 
years of its life the Alliance’s growth has 
been steady and healthy, with each five 
year period showing increases in the sur- 
plus funds of the various departments. The 
company’s history is a handsome volume 
containing many illustrations and giving all 
the principal factors which changed or 
aided in the company’s development. 





WILL REPORT TO HOME OFFICE 


Effective January 1, the Virginia Fire 
& Marine discontinued the general 
agency of A. J. Woodworth & Company 
at Syracuse, N. Y., which for some years 
had been handling business for the com- 
pany in upper New York state. Here- 
after, agents in that territory will report 
direct to the home office. John Hancock 
Baker, executive special agent of the 
company, is now in that field making 
a survey of the situation and conferring 
with agents. 





The Dicker-Gorsline Co., Inc., Rochester, 
has been chartered at Albany with 200 
shares non par value to conduct an in- 
surance agency. R. H. Gorsline, 80 


3erkeley Street, L. Dicker, 180 Park Ave- 
nue, and S. S. Dicker, 21 Boardman street, 
Rochester, are directors and subscribers. 
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|MARINE & AUTOMOBILE — 








AMEND HULL CLAUSES 


London Underwriters Change American 
Forms Which Should Benefit Amer- 


ican Shipowners 

Underwriters 
has issued an form of the 
American hull clauses, in which two altera- 
which is of considerable im- 
first altera- 


The Institute of London 


amended 


tions, one of 
portance, are noticeable. The 
tion is the “negligence” clause, the essential 


part of which now reads, “This insurance 
also to specially cover (subject to the free 
of average warranty) loss of or damage to 
hull or machinery directly caused by acci- 
lents to loading, discharging, or handling 
cargo, or caused through the negligence of 
mariners, engineers, or 


master, charterer, 


pilots, etc.” This amendment brings the 
\merican clause into line with the Institute 
time clauses on this point. 

The more important amendment is_ the 


alteration to the “returns clause,” the essen 
tial part of which previously read: “To 
return—as follows for each consecutive 
thirty days the vessel may be laid up in 
port, viz.,—per cent. if in the United States, 
not under repair ;—per cent. under repair 
or outside the United States.” 
Commenting on this the Daily Telegraph 


Marine Correspondent writes: “It will be 
seen that in the new form United States 
ports have been placed on the same basis 


as those in the United Kingdom in the 
previous form. This means that the 


returns on vessels laid up in the United 
States will be gréater than on vessels laid 
up in the United Kingdom, if insured under 
this form of policy. ‘This, admittedly is a 


concession. The reason that the return 
illowed for lying up in the United King- 
dom is greater than elsewhere is that the 


risk of fire is considerably less in the 
United Kingdom than abroad. It is obvious 
that American shipowners are obtaining an 
advantage, despite the fact that they will 
have to accept a return on a lower basis 
when their vessels are laid up in_ the 
United Kingdom, for it is seldom that this 
eventuality applies, especially at the present 
time. 


CHUBB GOES TO ENGLAND 


Hendon Chubb, head of Chubb & Son, 
sailed for England Saturday on the “Aqui- 
tania” to meet his brother Percy Chubb 
whose wife died on December 26 at Assuan, 
Egypt. Perey Chubb is president of the 
Federal Insurance Company in addition to 
being a member of the marine underwriting 
agency. Both Hendon and Percy Chubb 
are expected back in New York before the 
end of January. 


MADE JOINT AUTO MANAGER 


C. R. Williams, manager of the Western 
automobile department of the American 
Kagle, is now in charge of the joint auto- 
mobile departments of the America Fore 
companies in Chicago. James E. Guy, 
manager formerly of the auto department 
of the Fidelity-Phenix, represents the joint 
departments in the field as special agent. 


NEW BROKERAGE FIRM 


Harry Lifschen, Inc., Manhattan, has 
been chartered at Albany with $5,000 
capital to engage in the insurance broker- 
ize business. A. Lifschen, 115 West 48th 
Street.; J. I. Schwartz, 220 Mount Hope 
Place, and S. R. Lash, 317 West 95th 
Street, New York City, are directors and 
subscribers. 


ANOTHER ARNOULD EDITION 

The eleventh edition of 
Marine Insurance” has been printed in two 
volumes. Copies have been received by 
the library of the Insurance Society of 
New York. This is one of the most 
authoritative books on marine insurance. 


“Arnould’s on 


age. After 


Proposed Average Clause May 
Defeat Purpose of Rules of 1924 


Shipping managers in London and 
Liverpool are questioning the suitability 
of the wording of a proposed marine in- 
surance clause respecting general aver- 
specifying the York-Ant- 
werp Rules, 1890, and the new rules of 
1924, the clause provides that in all 
matters not specially referred to in the 
rules the adjustment of general average 
shall be in accordance with the law and 
practice obtaining at the place where 
the adventure ends. 

It is thought that all that is needed 
is a little alteration in the wording, so 
that the latter provision should be made 
to apply only to the rules of 1890, when 
these are in use. One of the features 
of the new rules agreed at the recent 
Stockholm conference was the prepara- 
tion of an introductory set explanatory 
of the principles of general average, with 
the object of providing for the disposal 
of such points as were not especially 
referred to in the rules. By prefacing 
the revised rules with the new explana- 
tory set it was intended to secure uni- 
form practice among the maritime na- 
tions, and there would scem to be a great 
danger that this object would be de- 
feated by the wording of the insurance 
clause as at present drawn “P- 


Chas. P. Dorff, Well- iene 


Average Adjuster, Dies 

Charles P. Dorff, average adjuster and 
manager of the claim department of Fran- 
cis C. Carr & Co., died last Thursday at 
the Norwegian Hospital in this city from 
typhoid fever. He was a member of the 
Average Adjusters Association of the 
United States and was well-known in 
marine insurance circles. Funeral services 
were held Sunday. 

Although only 37 years of age Mr. Dorff 
had gained wide experience in marine 
circles. He has served with Chubb & Son, 
Willcox, Peck & Hughes, Frank B. Hall 
& Co. and others before going with Carr 
& Co. last July. He is survived by his 
wife and daughter. 


W. E. A. Williams, of British and 
Foreign, Retired on January 1 
Regret is being expressed in 
marine underwriting 
that W. E. A. Williams has retired as 
London underwriter for the British & 
Foreign. Mr. Williams went to Lloyd’s 
about 47 years ago and was for a time 
with Messrs. Tyser & Co., then later with 
T. Bainbridge & Co. In 1899 Mr. Wil- 
liams accepted the deputy managership of 
the British & Foreign and when Sir Thom- 
as Storey retired in 1914 he became the 
leading underwriter. In 1922 and 1923, 
Mr. Williams was chairman of the In- 
stitute of London Underwriters. 


English 
circles at the news 





The ‘““Home”’ of Automobile Insurance 
CHESTER M. CLOUD /“=™ 


Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 


The Standard Accident Insurance Co. 
59-61 Maiden Lane, New York Phone: John 1363 




















Official Figures Disclose Extent 
of Automobile Industry in 1924 


Statistics from National Automobile Chamber of Commerce. 


PRODUCTION. 

OE i on ae 2 1 (ee een ae OR ene Ree sea och Sn coe hoe ae Bate Aer Shoes woke ta er 3,650,000 
ES Soca. cin ate Sista are Res He Siete ate Po are oo te aE eo 3,280,000 
fc (Ui: en Som irre Oe REA Pea ice wi me er tae ne Onto et emi tee 370,000 

Percmitaye Gecrease: from (925 eo sous. wa whee aieoecaee cae on 10% 

Petcentam@e increase: VEL 1922 ics ccs avon ce biele 5.8. S00 boa eh 38% 

PP ROUHCUON OL CIOSER CANS «o6 sc 5-0 slereloo saree vie Dame kesa eens aw ee eee 1,300,000 

Reel COME MORON CANS 5 oioshcs carci a i 4:o0s ere ties eentes araaie Ca He AAT oS OI 39% 

TOtalaymolessle: Vale “O6Care co bic cig ee es es Ree ae sinte eee $1,994,540,000 

Dotal Wholesale wale Ot Taek cio ioésacd i ks oie ave cain Gaete eeibae wk ea ee $284,556,000 

Total wholesale value of cats and trucks... .6ccciies cc00neewersesueoece $2,279,096,000 

AERO VAPOR A CNONN asa saves So ese nernlins Sa rete oc sdi ne ors de eA 45,000,000 

Wholesale value of motor vehicle tire business.............000ceceecees $627,697 ,000 

Total wholesale value of parts and accessories, exclusive of tires........ $872,838,000 

VETOES CELAUAPTICE Gl (CAL, MOON so ico sin sue cae pk RW Aen oo ale ae oe ees $814 

Aperave retail price OF Are, L028 i. w.6c cc bc hc eden ad eae ae eies $1,026 

Number of persons employed in motor vehicle and allied lines.......... 3,105,000 

Special Federal excise taxes paid to United States Government by 

atttomobile sndustey ty Ati. ods casaicdc caw WeedinnsGeiasgions $144,000,000 
REGISTRATION. 

Motor vehicles registered in United States (approximate)............ 17,000,000 
MIO I CCRIES og ia: coisas outer are clorssers) xis a aveiers/ondid alacuiaiai Rae Resse RITE rere ears 15,200,000 
RAGE ARMIES: cds ww ie tre detial arate on ate era win to expedient aS 1,800,000 

Wrorid Teaistration Of Gnotor VENICIES. 5 655.6 fescue a0 '-a ei8's-a 0s 6 b5:ci'S 9,500,000 

Per cent of world registration owned by United States.............. 87% 

Motor vehicle femistration On: TANS <... ... 666 6% si0 b-019 6 oss p44 ocgeiaelaiete 4,600,000 
RIE ME oS crass wi’ Soss Bra ana a SOS Se REE UN arene me RE EA a oains 4,175,000 
ONE ARMIN acc Be aracres ea ow beg lo Rig Eek SIRE eta ata avai 425,000 

NEGIGS: OE HUIEOVER TEA 5 Sone o 0-0 3:04 eis 4:0e wren alo snce ae aime cieeebies 455,000 

Total miles ot highways in ‘United States... 00560 cccscse es cecscecees 2,941,294 

AUTOMOBILE’S RELATION TO OTHER BUSINESS. 

Number of carloads of automobiles and parts shipped over railroads.... 726,000 

Gasoline consumed by motor vehicles, 1924 (gallons)................ 6,029,000,000 

Crude rubber used in manufacturing tires (pounds).................. 605,000,000 

Cotton fabric used in manufacturing tires (pounds).................. 191,000,000 

MOTOR BUS AND MOTOR TRUCK. 

Nainiber: of “motor Bisses “produced. .cce5 sc censeans taceaasvenvarease 10,000 

Number of consolidated schools using motor transportation.............. 13,087 

Number of street railways using motor busses..............0e.ee eee 168 

Number of busses used by street railways... ......cccccccsesccceccec 2,500 

Number of railroads using motor vehicles on short lines.............. 174 

Number of railroads using motor trucks as part of shipping service...... 33 

EXPORTS. 

Nomber of-motor velticles exported s << 6:05:000% 50.0000 15 05s 0:40.00. deeleiacele eo 380,000 

Value of motor vehicles and parts exported (including engines and tires.. — $265,000,000 

Per cent increase in motor vehicles exports over 1923..............000- % 

Percent of motor ‘vehicles exported. ....5.6s6.c00c covecneeacievectiaves 10% 

Neaniber of aiotor velicles. mnporteds. oc .oi5.:. i 56d case cedicd ie citews be 745 
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Glasgow Approves Amended 





APPLETON & COX, Inc. 


1 Seuth William Street, New York 


York-Antwerp Rules of 1924 


The Committee of Management of the 
Glasgow Association of Underwriters and 
Insurance Brokers have approved the 
York-Antwerp Rules, 1924, and recom- 
mended them for general use. This com- 
pletes the approval of these rules so far 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,447,786.62 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 


as important underwriting institutions in 
Great Britain are concerned, the Institute 
of London Underwriters and the Liverpool 
Underwriters’ Association having already 
expressed approval. 

The adoption of the following agree- 
ment by a large majority of London and 
Liverpool companies and by Lloyd's Un- 
derwriters has just been announced: “It 
is agreed that when required all current 
policies and policies issued after this date 
on hulls of vessels and on freight, shall 
be deemed to have the following clause 








WRITE FOR OUR AGENCY PROPOSITION 








incorporated therein.” (Here follows the 
temporary clause for applying the York- 
Antwerp Rules, 1924, the text of which 
has already appeared in THe EAasTERN 
UNDERWRITER. ) 
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January 9, 1925 











Page 29 




















CASUALTY AND SURETY NEWS 











Field Organization 
Surety Problems 


CONTINGENT MAY BE A HELP 


Thomas J. Grahame of Globe Talks to 
Students; Heavy Mortality Among 
Surety Companies In Past 


The payment of contingent commissions 


in surety insurance may straighten out 
some of the production problems said 


Thomas J. Grahame, resident vice-president 
and manager of the Globe Indemnity, in a 
talk on field organization delivered before 
the Junior Course in Suretyship of the 
Insurance Institute here on Monday night. 

After outlining the duties of the field 





THOMAS J. 


GRAHAME. 


forces, Mr. Grahame 


stated: “Perhaps the 
solution of the 


field organization problem 


will be that agencies working on an ex- 
clusive commission basis will eventually 
receive a lower rate of commission than 


that now prevailing plus a contingent inter- 
est on the profits of that business, which 
would have for its effect a more thorough 
investigation of risks and a more careful 
preparation of while the companies 
operating on a branch office basis may find 
itan advantage to compensate their branch 
office managers on a basis of salary plus 
a contingent interest in the profits, provid 
ing the acquisition cost does not come to 
an excessive cost. 

“An arrangement of 
would certainly bring the various types of 
organization into a more uniform plan of 
production, having for its effect a 


cases, 


such a character 


more 
uniform earning capacity on the part of 
producers. Either suggestion, however, 


is confronted with many problems which 
do not appear on the surface. ‘To sincerely 
apply such a method would require the 
closest cooperation extended on the part 
of field man and company.” 


Good Training Place for Executives 


_ Mr. Grahame told how surety insurance 
is growing and why a fine type of men 
should be attracted to the business. His 
personal opinion is that it is the logical 
Place for future senior executives to be 
developed. 

Discussing general trends of the business 
he said: 

“In 1898 there were fourteen companies 
in the United States doing surety business 
With an aggregate capital and surplus of 
$12,500,000. Six of them are out of busi- 
hess and eight still continue. Between 1898 
and 1923 fifty-seven new companies started. 
At the time of entry the fifty-seven com- 
Panies had an aggregate capital and sur- 





plus of $38,500,000. Thirty of the fifty- 
seven are out of business and twenty-seven 
are still running. At the end of 1923 there 
were thirty-five surety companies in the 
field with an aggregate capital and surplus 
of almost $100,000,000. 


Agency Organization 


“A characteristic with stock insurance is 
its widespread agency organization by 
means of which it establishes contact with 
its clientele and through which much of its 
service to this clientele is administered. 

“There are thousands of agents and 
brokers employed in the business of surety- 
ship and for the most part they produce 
and secure clients for some company and 
then rely upon the company to perform 
those duties which are essential to the or- 
ganization of business. There are, how- 
ever, a limited number of producers who 
do more than this; they produce and super- 
vise certain territories in which they 
develop business for the company, both by 
their own efforts and through agents and 
sub-producers reporting to them. 

“This was the theory upon which the 
agency organization of a company Was 
originally founded, but competitive condi 
tions from a production point of view, and 
hecause of the entry into the field of 
numerous companies, have brought about 
changed conditions, until now there are 
companies operating through what is 
known as ‘the direct reporting plan’ under 
which the producer in the field reports 
direct, to the home office, and usually are 
paid a higher rate of commission, 

“Out of these difficulties have arisen 
three classes of field organization. They 
are the branch office organization, the gen- 
cral agency organization and the direct 
reporting agency company with supervising 
offices.” 


COMPLETES A HIGHWAY 


National Surety’s Record of Quick Con- 
struction in Colorado; Also Build 
Denver Auditorium 
The National Surety Company has just 
completed the construction of the last 
five miles of the Morrison Colorado 

highway in Colorado. 
Vice-President Ralph W. 
in Denver: 
“After we 
made a record in 
We believe 
way in the 
and drive 


Smith said 


took over 
quick 
this is the 


this work we 

construction. 
best built high- 
State of Colorado. Go out 
over it and you will say the 
concrete is as smooth as glass. We take 


great pride in anything we do to have 
it the very best. We built the Denver 
\uditorium in record time. What we 
undertake to do is done successfully. 
We make good our guarantee. When 
vou require a bond, why not get the 
best? Why not insure yourself against 


any possible loss and in addition thereto 


any possible trouble or annoyance ?” 















eo ccident 


FIRE AND LIFE 


ASSURANCE CORPORATION, La. 


FREDERICK RICHARDSON, United States Manager 
GENERAL BUILDING, 4TH & WALNUT STS. 


PHILADELPHIA 








Smith’s Message Deals 
With Compensation 
TALKS OF DELAY AND HARDSHIP 


Wants Members on_ Industrial 
Board; Payment of Interest; Asks 
’ Reduction in Agpesl Time 


Five 


Smith, 


York 


Governor in his annual message 
New State legislature, has 
the following to say upon the subjects of 
workmen's compensation and labor: 

“For the 


to the 


fiscal year beginning July 1, 1925, 
an increase in appropriations for the labor de- 
partment for personal service and maintenance 


and operation is asked for. A substantial part 
of this represents the increase in the facilities 
of the Labor Department made necessary by the 
reduction of the non-compensated waiting period 
from fourteen to seven days, This amendment 
becomes effective January 1, 1925, 

“The administration of the Workmen’s Com 
pensation Law has undergone a marked im 
provement during the past two years. The 
accumulation of cases has been disposed of and 
claims are brought on for a hearing expedi 
tiously. There is one phase of this problem that 
I commend for your most serious considera 
tion and that is the delay that results under 
the present system when appeals are taken by 
employers and insurance carriers from de 
cisions of the referee and of the Industrial 
Board. The theory of the Workmen’s Com 
pensation Law was that claims for compensa 
tion would be disposed of expeditiously and, 
while the number of appeals is relatively small 
when compared with the large number of com 
pensation cases disposed of every year, a serious 
problem is nevertheless presented. 


» His Recommendations 

“In order to put an end, in some measure at 
least, to the delay and hardship caused by 
these appeals, I recOmmend for your consider 
ation the following measures: 
The membership of the 
should be increased from three 
so as to enable them to give 
thorough consideration to the 
hearing of decisions of referees. 


“2. There should be an amendment to the 
law providing that a party in interest have the 
right to appeal from what in effect is a de 


cision of a referee, either to the Industrial Board 


Industrial Board 
to five members, 
more prompt and 
review and re 


or to the Appellate Division, Third Depart 
ment, Under the present system he may apply 
for a rehearing first to the Board and 


after 





83 Maiden Lane 
New York City 





NORTHWESTERN 


Casualty and Surety Company 


Milwaukee 


George L. Truitt, 
Vice-President and General Manager 


CASUALTY—FIDELITY—SURETY 
GREENE & GOETSCHIUS, INC. 


MANAGERS 
New York State and Northern New Jersey 


Chamber of Commerce Bldg. 


Newark, N. J. 








the Board has decided the case, he may then 
appeal to the courts, That results in confusion 
and in entirely unnecessary delay. If a party 
in interest appealg to the Industrial Board for 
a review or rehearing of a case decided by a 
referee, the decision of the Industrial Board on 
his application should be final. If he desires 
to appeal to the courts, he should do so in the 
first instance and avoid the intervening delay 
of ‘review proceedings before the Industrial 
Board. 
Should Have Counsel 

“3. The office of Counsel to the Labor De- 
partment should be restored and a Counsel and 
staff appointed adequately equipped to prepare 
the findings of facts and conclusions of law of 
the Industrial Board in cases in which appeals 
are taken and see that the printed records are 
filed within the time prescribed by law. It may 
be deemed desirable to have the argument of 
appeals in charge of a Deputy Attorney General, 
but there is every reason why the preliminary 
work in appeals cases up to the point of actual 
argument be carried on under the direction of 
the Labor Department. Everybody looks to 
the Labor Department for the elimination of 
delay in compensation cases. How can it b¢ 
held responsible if the legal work in connection 
with the preparation of appeals is not under its 
control and supervision? 

“4. Provision should be made for the pay- 
ment of interest on all awards from a period 
commencing thirty days after the day of award. 
At present interest is allowed only when awards 
are actually affirmed by the courts. Where an 
appeal is taken and an appeal is withdrawn 
before the case is argued, no interest is allowed. 
Certainly this practice furnishes no incentive 
to insurance 


carrie rs to exercise gre ater care 
and discrimination in the selection of cases in 
which they take appeals and in having the 
appe als disposed of promptly. 


The time within which to appeal should 
be reduced from thirty to fifteen days. 

I also recommend to you an extension of the 
present provisions of the Workmen’s Compensa- 
tion Law providing for compensation for occupa- 
tional diseases. ‘The law should be extended to 
cover other additional forms of occupational 
diseases, particularly silicosis and benzol poison 
ing. 

Knowledge of Accident 

Under the present law if a claim for com- 
pensation is not filed within a year, it will be 
barred on objection of the employer and insur 
ance carrier, even if they had notice of the 
accident and furnished ‘medical attention. Of 
course, injured claimants and the dependents of 
those killed in industrial accidents are presumed 
to know the law, In actual experience, however, 
we find that in a large number of cases that is 
not so. It would seem to be unjust to deny a 
claim where the employer and insurance carrier 
have knowledge of the accident, simply because 
it is not filed within a year. In order to place 
some time limit, however, on the filing of claims 
| recommend that the law be amended so as to 
permit a claim to be filed within two years 
when, in the discretion of the Industrial Board 
it is deemed to be in the interest of justice to 
do so,”’ 

The Governor also strongly recommends 
the enactment of the Forty-eight-hour week 
and minimum wage board legislation for 
women and minors and the passage of 
law providing that an injunction may not 
issue in an industrial dispute without notice 
and a preliminary hearing to establish the 
facts. 


BOAT HAS A GOOD NAME 


The S. S. “Underwriter” of New York, 
built in Philadelphia, 61 years ago, has 
made a record in rum-running, having 
been caught four times in as many months. 
It is now being held by the customs service 
at New London, Conn., having been seized 
with $50,000 worth of liquor aboard. 


KENNY AGENCY DANCE 
The employes of the Kenny Agency, 80 
Maiden Lane, will hold their annual dance 


at the Hotel McAlpin on Friday evening, 
January 16. 
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Suits Resulting From 
Eating Poor Food 
NEED FOR LIABILITY COVER 


Even In Best Rentantnede and Hotels 
Unwholesome Food Is Sometimes 


Served 





Quite a lot of hotel proprietors and 
restaurant keepers are buying liability 
insurance because of suits which have 
been brought by persons who not only 
didn’t like what they ate in these hotels 
or restaurants, but were made violently 
ill thereby. 

From John Simpson, the well-known 
digester of legal cases, Tue Eastern 
UNDERWRITER has received the following 
digest of cases along this subject: 

The Mouse Case 

In Barrington v. Hotel Astor (1918), 
184 App. Div. 317, the New York Ap 
pellate Division held that where a per- 
son enters a restaurant and orders cer- 
tain food which is furnished by the 
hotelkeeper there is a sale and the hotel 
keeper impliedly warrants that the food 
is wholesome to eat, contains no 
deleterious matter and is the food 
ordered. Hence, a person who ordered 
a stew in the defendant’s restaurant and 
became ill on discovering that it con 
tained a mouse which had been partially 
chopped up, he is entitled to recover 
upon the hotelkeeper’s implied warranty 
that the dish contained no ingredients 
beyond those ordinarily placed therein. 

It seems that the implied warranty 
aforesaid applies only to such food as the 
hotelkeeper himself prepares and does 
not obtain in the case of food prepared 
by others, such as canned goods, or 
those known by a trade name. (Syllabus.) 

The court thought the defendant's 
liability was regulated and sustained by 
the latest utterance of the Court of Ap- 
peals upon the question of the responsi- 
bility of dealers for selling unwholesome 
food which is contained in Race v. Krum, 
222 N. Y. 410. 

Bad Ice Cream 


Race v. Krum (1918), 222 N. Y. 410, af- 
firming 162 App. Div. 911, was an action 
for personal injuries alleged to have been 
caused by the consumption by plaintiff 
of unwholesome and poisonous ice cream 
sold to him by the defendant, who in 
connection with and as a part of his 
drug store business sold ice cream to be 
consumed in the store. 

It was held that when the defendant 
sold the cream to plaintiff he impliedly 
warranted it was wholesome and fit to 
eat. “In this connection, however,” the 
court said, “it must be borne in mind 
that we are not dealing with the liability 
of hotel proprietors, restaurant keepers, 
dining car managers, or people engaged 
in business of that kind, but are con- 
sidering solely the liability of a dealer 
who makes or prepares the article that 
he is selling. As to such dealer we be- 
lieve the instructions [as to emplied war- 
ranty| were proper. ‘he general rule 
established by the weight of authority 
in the United States and England is that 
accompanying all sales by a retail-dealer 
of articles of food for immediate use 
there is an implied warranty that the 
same is fit for human consumption.” 

Poisoned by Food 

In Leahy v. Essex Co. (1914), 164 App. 
Div. 903, damages were recovered for 
the breach of an implied warranty in the 
sale of food for immediate consumption 
by the plaintiff-who after eating luncheon 
at the defendant’s lunch room was taken 
violently sick and was suffering from 
food poisoning. It was held that the 
evidence was sufficient to enable the jury 
to determine that the plaintiff was suffer- 
ing from food poisoning, and that the 
food purchased of the defendant was 
the cause thereof. The case was there- 
fore improperly taken from the jury and 
judgment for the defendant was reversed 
and a new trial ordered. 


Infected,by Pork Parasite 
In Rinaldi v. Mohican Co. (1916), 171 


App. Div. 814, it was held that the sale 
of pork by a retail dealer for immediate 
consumption off the premises carries 
with it an implied warranty that it is 
sound and fit for use, and a purchaser 
who becomes infected with a parasite 
found in the pork and known as trichina, 
may recover from the retail dealer. It 
is immaterial that the meat bore the 
United States government stamp to the 
effect that it was sound and fit for con- 
suypption and free from defect. 


T. I. HALL PROMOTED 
Becomes Secretary of Eastern Surety 
Department of Continental Casualty; 
Was Special Representative 
Thomas I. Hall, special representative of 
the Eastern surety department of the Con- 
tinental Casualty, located at 75 Fulton 
Street, New York City, has been made 
secretary of the Eastern surety department. 
He will assist George W. Yuengling, East- 

ern surety manager. 


Mr. Hall came with the Continental 
Casualty about two years ago. He started 
in the insurance business with the 


American Bonding, later being identified 
with the Fidelity & Deposit and the Mary- 
land Casualty. The Eastern department 
of the Continental Casualty was started 
by Mr. Yuengling in May, 1923, for the 
purpose of developing the surety business 
for the company in Greater New York 
and the Eastern territory, which comprises 
all states East of Ohio. 


HOFFMANN GOES WITH UNION 

Charles Hoffmann, manager of the 
branch office of the American Surety at 
New Orleans, has resigned, effective Janu- 
ary first, to become assistant to Henry M. 
Marshall, vice-president in charge of the 
fidelity and surety department of the Union 
Indemnity. Mr. Hoffmann is a native of 
New Orleans and after graduation from 
its public schools took a course in the law 
department of Tulane University. He has 
specialized in corporate suretyship during 
his entire business career. 


Bail Bond Meets Bay 
State Opposition 


ATTORNEY GENERAL’S RULING 





Claims Agents Should be Resident of 
Commonwealth in Order to Sell 
This Protection 





One of the newer forms of surety 
protection, that of the “power of attor- 
ney-in-fact for the execution of bail 
bonds,” has met with the approval of 
practically all of many states, although 
an exception is Massachusetts which up 
to the present has not sanctioned this 
protection. That state raises several 
points in connection with this form of 
protection. Asked for a ruling, the at- 
torney general of Massachusetts said: 

“The questions at issue are as follows: 

1. Does a person who, for compensation, sells 
these powers of attorney on behalf of this 
surety company need to be licensed either as 
an agent of the company as provided in said 
section 163 or as an insurance broker as pro- 
vided in section 166? 

2. If a person named as attorney-in-fact in 
such power of attorney executes a bond in a 
criminal case by himself as principal and on 
behalf of the surety company as surety, and, 
as I am informed is the fact, the corporate 
seal of the company is not affixed thereto: (a) 
Does the lack of the seal invalidate the bond? 
(b) Does failure to affix the seal constitute 
a criminal offense? 

3. Does section 157 apply to bonds executed 
by corporate surety companies as surety in 
favor of the Commonwealth or an obligee res- 
ident therein? 

the preceding question is answered in 
the affirmative, is a bond executed in this 
Commonwealth on behalf of the said company 
as surety by a person resident in another 
State pursuant to such power of attorney issued 
in violation of section 157, such person not be- 
ing a licensed resident agent of this company? 

5. Does the fact that the person named in 
the power of attorney executes the bond as 
principal and as agent on behalf of the surety 
company as surety impair the obligation? 

6. Is it discretionary under said section 105 
for a magistrate authorized to take bail in a 
criminal case: (a) To decline to approve a 
bond executed by such a company; (b) To de- 
cline to recognize such a power of attorney? 


; The Contract 
“The document in question is a power 
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Who’s Who in the business of meet- 
ing indemnity obligations, is written 
in the history of three-quarters of a 
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of attorney the terms of which, in brief, 
authorize the holder to act as an attor- 
‘ney-in-fact for the company to execute 
and deliver, in its behalf as surety, any 
bail bond not exceeding five thousand 
dollars, which may be required by any 
magistrate as bail or security for the 
purchaser’s own personal appearance 
before a court, in the event of his hav- 
ing been arrested for any offence com- 
mitted against the laws relative to the 
operation of motor-vehicles of any of 
the States of the Union, including of- 
fences which may have resulted in in- 
jury to persons or damage to property, 
both as regards misdemeanors and fel- 
onies. A copy of a by-law of the com- 
pany, which is printed on the back of 
the power of attorney and made a part 
thereot by reference, provides for the 
appointment of attorneys-in-fact with 
the power already referred to herein, 
namely, the power to execute bail bonds, 
enuring to their own benefit, on behalf 
of the company as surety, and provides 
that when so executed by the attorneys- 
in-fact such bonds shall be binding upon 
the company ‘as if signed by the presi- 
dent and sealed and attested: by the 
secretary.’ 


Agent Should Be Resident 


“A person who, for compensation, 
sells these powers of attorney should 
be licensed as an agent of the company, 
under the provisions of G. L., c. 175, §163, 
and should be a resident of the Com- 
monwealth. G. L., c. 155, §6, provides 
that a corporation may have a corpot- 
ate seal, which it may alter at pleasure. 
G. L., c. 175, §105, in relation to the 
execution of bail bonds by a company 
of the character of the one issuing the 
power of attorney under consideration, 
requires that the bond executed by the 
company shall be ‘sealed with its cor- 
porate seal’ G. L., c. 4, §7, el. 29th, 
provides: 


If the seal of a court . . . or Corpora- 
tion is required by law to be affixed to a 
paper, the word ‘seal’ shall mean either an 


impression of the official seal upon the paper 
or an impression on a wafer or wax affixed 
thereto. 

“Official seal,’ as used in the foregoing 
section, as applied to a _ corporation, 
means a corporate seal adopted by a 
corporation. The manner of adopting or 
altering a corporate seal by a foreign 
insurance corporation, such as the one 


issuing this power of attorney, is gov- ° 


erned by the law of the place of incor- 
poration, but it is evident from the by- 
law of this corporation, made a part of 
the power of attorney by reference and 
printed on the back thereof, that this 
corporation has a corporate seal and 
that the effect of the by-law is not to 
alter the seal but at most to waive the 
requirement of the fixation of such seal 
to bail bonds executed by its attorneys- 
in-fact and to adopt in place thereof any 
seal placed upon the bond by its at- 
torneys-in-fact as and for the seal of 
the corporation. 

“In the absence of the statutory 
provisions above noted, it might be 
that the affixing of any seal to the 
bond by the attorney-in-fact on behalf 
of the corporation would be a sufficient 
sealing of the bond. The terms of 
our statutes, however, cannot be con- 
trolled by the by-law of the company, 
and these statutes require the affixing 
to the bond of the corporate seal of the 
company, either in the form of an im- 
pression of the seal upon the paper or 
in the form of an affixation to the docu- 
ment of a wafer or wax bearing an im- 
pression of the company’s seal. 

“IT answer the second question in re- 
lation to division (a) in the affirmative. 
It is to be noted, however, that if 
such a bond had an ordinary seal affixed 
to it by the attorney-in-fact, though not 
a corporate seal, and was actually ap- 
proved by a court, justice or other mag- 
istrate, despite the fact that the instru- 
ment was not sealed in accordance wit 
the statutory requirements, such ap- 


proval, under the provisions of G. L, ¢ 
175, §105, would prevent the defeat of 
the bond, and the bond would be en- 
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forceable against the company acting 
as surety. 

“As to division (b) of the second ques- 
tion, upon the facts set forth my an- 
swer is in the negative. I answer the 
third question in the affirmative.” 

Regarding the fourth question he 
stated: “It is immaterial whether or not 
the attorney-in-fact be a resident of 
this State, but it is required, under the 
provisions of chapter 175, last above 
mentioned, that the person who actually 
sells the power of attorney shall be a 
resident of this State. I answer the 
fifth question in the negative. 


Judicial Discretion Essential 


“In relation to the sixth question, the 
acceptance and approval of a bail bond 
by a person empowered to take bail in 
criminal cases is a judicial act. In the 
exercise of a sound judicial discretion, 
such person has the power to inquire 
into the authority of whoever executes 
a bail bond on behalf of another, to pass 
upon the legality of the form in which 
the instrument is executed, and to with- 
hold acceptance and approval of such 
bond for proper cause. Whether or not 
the contracts involved in the negotia- 
tion of the power of attorney and the 
exercise of the power in relation to bail 
bonds in criminal, cases thereunder are 
invalid, as against public policy, is a 
matter of some doubt, and the subject 
is a proper one for judicial decision.” 


START HEALTH CLINIC 


A health clinic, the first of its kind in 
New York City, has been opened at the 
New York Post Graduate Medical School 
in East Twentieth street. The clinic is 
intended for persons who need examina- 
tion service and it is made possible by con- 
tributions. A fee of $5 is charged but it 
is claimed that this does not cover the cost 
of laboratory work. Each patient is given 
a book covering fourteen pages and setting 
forth his medical history. 











Business Gains Shown 
By American Surety 


NET CLAIMS INCREASED ALSO 





President F. W. Lafrentz Comments On 
Company’s Condition; No Concerted 
Crime Wave Present 





The American Surety reports having 
transacted a greater amount of business in 
1924 than in any previous year although an 
analysis of net claims incurred shows big 
increases over the previous year in the 
fidelity bond, burglary and forgery insur- 
ance department. The official bond side of 
the business and the court and depository 
bond department in claims incurred com- 
pared to the previous year have shown con- 
trasting reductions. 

In speaking 6f the year’s showing Presi- 
dent F. W. Lafrentz says, “Increased busi- 
ness was written by the American Surety 
in almost every department during 1924, 
thereby establishing another high record 
for all time. Claims incurred were high 
however and resulted in increased loss 
ratios in several divisions of the business. 
The most favorable factors were reduc- 
ti-ns in the amounts of claims incurred in 
those bonds written for public officials, 
court bonds and depository bonds. This 
last class showed a reduction in spite of a 
large number of bank closings because of 
the exceedingly high number of failures 
during the preceding year.” 

Increased Number of Claims 


Increases in number of claims recorded 
were largest in the fidelity end of the busi- 
ness where 381 more than in 1923 or a 10% 
increase was recorded. At the same time 
the amount of losses in the fidelity field 


increased 37%, indicating even larger 
embezzlements than usual among. trusted 
employees. 

3urglary insurance and public official 
bonds showed practically the same number 


of claims incurred but the net amounts in 
these two fields resulted in considerably 
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Burglary. 


Contractors’ Contingent Liability, 
tractors’ Liability, Credit. 


ility, Elevator 
Breakage. 
Fly-wheel Breakage. 


General Liability, 
Group Accident and Sickness. 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Manufacturers’ Liability, 
Liability. 


ility 
Plate Glass, Public Liability. 
Salary, Steam Boiler. 


Teams Liability, 
Damage, Theatre, Theft. 


Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON urites: 


Automobile Liability, Auto- 
mobile Property Damage, Automobile 
Collision, 


Con- 


Electrical Machinery Breakage, Eleva- 
tor 
Damage, Employers’ Liability, Engine 


Golf and Game, 


Marine 


Owners’ Liability, Owners’ Construction 


Teams Property 


smaller totals than last year, the official 
bonds showing about $90,000 less in defal- 
cations in the past twelve months than 
over the same preceding period. 

In court and depository bonds, grouped 
under the surety division, although the 
numbers of claims increased by 10% the 
amounts were reduced by 11.5%. In for- 
gery insurance increases of more than 
100% in numbers of claims were recorded 
but this field had only recently opened prior 
to 1924 and the records of 1923 were not 
sufficient for comparison. 

During the year the company salvaged 
considerably more than a million dollars, 
a new high record for its history, and 
$144,000 more than during 1923. 

Officials of the company stated that 
there was nothing in the figures to indicate 
the presence of a concerted crime wave, 
that the showing of the year was considered 
highly satisfactory and that even a larger 
volume of business is anticipated for the 
new year. 

STEVEDORING RATE CHANGE 
To Be Revised by Subcommittee of Com- 
pensation Inspection Rating Board 
of New York 

At a recent meeting of the classification 
and rating committee of the Compensation 
Inspection Rating Board, of New York, 
the subject of establishing suitable rates 
for stevedoring operations and an appro- 
priate method of determining adjusted 
rates on the basis of individual experience 
was referred for study to a subcommittee 
with instructions to report at the next 
meeting to be held on or about January 15. 

Leon S. Senior, manager of the Board 
points out to the companies that pending 
the report of the committee the carriers 
are cautioned not to make quotations of 
probable adjusted rates. All policies cov- 
ering stevedoring operations, effective 
January 1 or thereafter, must be written 
at the published manual rates subject to 
the provision that the rates named in the 
policy will be modified by the Board in 

accordance with the rules and the experi- 
ence rating plan applicable to such policies. 


CANCELLATION ADDS TAX 





London Guarantee & Accident Says 
Agents and Companies Should Cut 
Out This Unnecesary Expense 

The practice of flat cancellation of 
policies adds a tax to insurance according 
to the Service Bulletin, the official publica- 
tion of the London Guarantee & Accident 
in an article pointing out to the agents the 
number of days in which they are allowed 
to get credit for flat cancellation. The ar- 
ticle says: This cancellation is a wasteful 
system. If it were possible to obtain a 
total of the expense that all companies are 
put to in handling the policies returned “not 
wanted,” it would amount to a figure so 
staggering as to be inconceivable even to 
the initiated. 

It is time now for all agents and all 
companies to join hands and cut out this 
unnecessary expense. The highly organized 
and efficient insurance machine should not 
be gummed and made to lag by this abuse. 
Abolishing the evil of policies returned 
“not wanted” can only be of, by and for 
the benefit of all insurance men and, of 
course, the insuring public will benefit from 
this saving. 

If your agency contract provides that 
premiums should be paid in sixty days then 
we will allow you credit for flat cancella- 
tion of sixty days providing, of course, 
that the policy is returned to this office 
within that period. If, however, the policy 
is returned for flat cancellation after the 
time specified in your contract, it will be 
necessary to charge you the full earned 
premium for the period the policy was in 
force. If all our agents comply with this 
procedure, it will assist us in eliminating 
a great deal of unnecessary correspondence. 
Holds “Hospital Bond” 

An Insurance Contract 

Jay R. Benton, attorney general of 
Massachusetts, is of the opinion that hos- 
pital bonds are not surety bonds but insur- 
ance. His opinion was expressed in an 
answer to a question of the bond’s status by 
Insurance Commissioner Wesley E. Monk. 
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A Million Accidents 


MPORTANT safety men from thirty-nine states met in the National 
Capital last week and discussed street accidents. 


The information they 
received about 1925 was anything but encouraging. 


A recognized expert on insurance theory and practise told the gathering 


that the insurance companies are anticipating 1,000,000 street accidents next 
year. That figure, however, looks a bit high. 


The important thing is—What about the hundreds who will be injured 
in all these accidents? Will they have sufficient “income protection” to meet 
the great personal expense accidents involve? 


“London” accident contracts appeal to agents who like to sell insurance 
of unquestioned protection. Those fated to be victims of 1925 accidents may 
be protected—if they buy a “London” contract NOW. 


LONDON GUARANTEE & ACCIDENT 


C. M. BERGER 


United States Manager 
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| 
| Condensed Statement of Financial Condition 
| December 31, 1924 
| 
| 
| 
| 
| 
| ASSETS LIABILITIES 
| Bonds and Stocks—Book Value .$4,152,689.16 Reserve for Losses and Loss 
. . — on PEMMONSES 26 ov cesses ce evas eee Dee 
Cash in Banks and Office. ..... siteitsoian Unearned Premium Reserve.... 725,029.21 
Premiums in course of collection = 221,513,15 Commissions Payable ......... 69,308.99 
(Not over 90 days) Voluntary Contingent Reserve.. 100,000.00 
| Due from Other Companies..... 91,149.23 Reserve for Taxes and Other 
| —— I Fb vate remeber 37,992.00 
| Accrued Interest on Bonds..... 55,107. ee ae 1.000.000.00 
| Other Admitted Assets........ (OE ee rr 1,126,742.40 
$9,177,875.94 . $5,177,875.94 
| 
| Surplus to Treaty Holders, $2,126,742.40 
J. G. WHITE, CARL M. HANSEN, 








ATER 









































Me eT ee 


LNs RT Da SRV NM ETA TH 











. Most speeches during the year: 


January 9, 1925 


— 
ence 
cae ;: 









Sart 











1 


THE EASTE FASTER” 


4 
as ee ewe = —s oa 








maa ———_—_—— 


Sat UNDERWRITER Seems 





Page 33 











The All-America Insurance Eleven 
Here’s my picking of the All America 
Insurance Eleven for 1924: 
1. Champion display of nerve: 
Priddy of the Life Underwriters appearing 


Lawrence 


before the insurance commissioners and 
sharply rebuking a commissioner who 
asked him a question based on the subject 
under discussion: ‘Who's making this 
speech; you or [?” 


2. Champion lyric writer: Walter E. 
Schram with his imperishable couplet : 
All year we’ve smelled the smell of 
dress goods burning in Manhattan, 
Still, ’tween Trinity Church and the 
River East, things haven’t been 
so rotten. 

3. Champion production achievement: 
Messrs. Gimbel and Saks walking into the 
office of Harry Lowe of Johnson & Hig 
gins and handing him the Gimbel and Saks 
department store business, running far into 
the millions. 

4. Best human interest story: Descrip- 
tion in THe Eastern UNbERWRITER by 
Spencer Welton, vice-president of Fidelity 
& Deposit, of how he won Mrs. Welton by 
Direct Mail sales methods. 

5. Cleverest address: Talk to Pamunkey 
initiates at Hotel Astor made by Assistant 
United States Manager Stone of the 
Employers’ Liability. 

6. Taciturnity Champion: Neal Bassett’s 
silence before attacks made upon him by 
National Association of Insurance Agents 
and by Publisher Champion I. Hitchcock. 

7. Insurance Advertisement which drew 
most comment: Edson S. Lott’s page ad 
consisting of his own name in various 
sizes of type. 

8. Insurance representative who made 
Henry S. 
Ives of Casualty Information Clearing 
House. 


9. Biggest bore of the year: The negro 
orchestra which plays so continuously at 
New York insurance banquets that the 
banquetters can’t get a word in edgewise. 

10. Biggest convention of the year in 
attendance: National Association of Life 
Underwriters at Los Angeles. 

11. Most sensational feature of the year 
in New York: Two young men from the 
West and South—Hugh D. Hart and 
Gerald A. Eubank, coming to this city, 
strangers, and in a short time beating the 
town in volume of business which their 
office produces. 

* * * 


The Drug & Chemical Club 


The New York club with the largest 
membership of insurance men is the 
Drug & Chemical of 100 William Street, 
and I have been asked if half the mem- 
bership consists of insurance men and 
those affiliated with insurance in some 
capacity either as lawyers or directors. 
There are close to nine hundred mem- 
bers, resident and non-resident and close 
to four hundred of that number are 
members of the insurance fraternity. 

Out-of-town agents who have lunch- 
eon at the Drug & Chemical as guests 





of executives, frequently ask how “an 
insurance club” got such a name. It is 
because the building in which the club 
is now located was formerly in the cen- 
ter of the drug and chemical district. 
Insurance follows finance. The insur- 
ance district was in lower Broadway; 
then followed finance to Wall Street; 
then finance moved up William Street 
and insurance followed, gradually crowd- 
ing out the drug people, many of whom 
moved elsewhere. 
x * x 


Dr. Hoffman of Newark 


| know of no man who can couple 
statistical research with human interest 
more effectively than can Dr. Frederick 
I.. Hoffman, the statistician of Newark. 
His reviews of homicide, of suicide, of 
cancer and many other topics—some of 
them annual affairs—attract wide at- 
tention and he is now showing his ver- 
satility, if it needed to have been shown, 
by delving into the subject of wind- 
storm and tornado insurance, an article 
on that matter in one of the insurance 
papers last week furnishing ample proof 
of the statement that there is a wide dis- 
tribution of violent storms with an im 
mense potential risk of damage to many 
communities in consequence. 

A frail, little man with a Van Dyke 
beard, Hoffman is possessed of an in- 
domitable spirit which belies his physi- 
que. He has gone to strange, out of the 
way places on journeys involving great 
hardships such as to the South American 
wildernesses, and returns happy and 
fact-laden, apparently without being the 
worse for wear. In him is instilled the 
spirit of adventure more marked than 
possibly any other figure in the insur- 
ance business. 

Dr. Hoffman has done a lot of very 
valuable free lance inquiry in his time, 
not only in this country but elsewhere. 
His work has been unique in many ways. 

* * * 


New Journal to Review Compensation 
Cases 

While some people think there are too 
many insurance papers there are others 
who feel that there are certain divisions 
of the business which have grown so 
great that they are not adequately cov- 
ered in the present insurance journals 
which have to stop somewhere in their 
chronicle of the rush of events. The 


compensation business while compara- 
tively new, has reached a tremendaus 
volume and presents many _ prob- 
lems of its own. The law divisions of 
the casualty insurance companies have 
large staffs devoted to consideration of 
the compensation problems and they will 
be particularly interested in a new pub- 
lication called “The Compensation Re- 
view” of which Fred S. Knight is editor 
and L. Alexander Mack, manager, the 
news of which was printed in Tue Easr- 
ERN UNDERWRITER last week. 

The new publication consists of more 
than eighty pages of reports of decisions 
rendered in workmen’s compensation 
cases in the Federal courts and in the 
state supreme courts. It also contains 
a digest. 

One of the surprising decisions re- 
viewed is a master and servant case to 
the effect that assault and battery may 
be accidental injury within the compen- 
sation act. There has not only been one 
decision on this subject, but a number 
of them. To illustrate—a group of men 
were working in a quarry in Indiana. 
There had been a quarrel over a trivial 
matter which was resumed after lunch. 
The workman was told that he had not 
done part of his job right and retorted 
saying, “I don’t want any of your butt- 
ing in,” accompanying this with a vile 
name. That was repeated, the caller of 
the name then being hit over the head 
with a bar of iron, dying a few days 
later. The court decided that the in- 
jury “arose out of employment.” 

That is just a sample of the kind of 
claims which are pouring in on the com- 
pensation business and making it diffi- 
cult to do this business profitably. 


x * * 


Eddie Cantor Should Visit the Insur- 


ance Districts 


IT noticed while attending a perform 
ance of “Kid Boots” in Forty-second 
Street the other night that John Mc- 
Ginley, the John Street philosopher, and 
manager here of the Travelers, was not 
one who joined in the widespread laugh- 
ter when Eddie Cantor, the comedian, 
springs his conundrum about Britishers 
which is one of the “knockouts” of the 
production. Cantor asks: “Do you know 
how to make an Englishman happy in 
his old age?” and hurriedly gives the 
answer which he says is this: “Tell him 
a joke when he is young.” 

I asked MeGinley why he did not join 
the chucklers and he answered: 

‘Beeause the basis of humor is truth 
and that gag is sophistry. It implies 
that Englishmen have wooden domes; 
that it takes them a long time to spot 
a funny situation. Now, anybody ac- 
quainted with Charles H. Holland of the 
Independence Indemnity; with Fred- 
erick Richardson of the General Acci 
dent; with Cecil F. Shallcross of the 
North British & Mercantile, and with 
Percival Beresford of the Phoenix As- 
surance, knows that their mental machin- 
ery clicks just as speedily as that of any 
four insurance men in the country, 
whether born in Tacoma, Indianapolis, 
Hartford, or New London, and if you 
had told any of that quartette a joke 
when they were lads they would have 
caught it right on the trigger. 

Sut, possibly, Mr. Cantor hasn’t met 
any Britishers who are insurance men. 
He might come down to the district and 
be educated.” 
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Write For Territory 





Caskets and Policies 

The business department of THE 
EASTERN UNDERWRITER has shown me a 
letter just received from a funeral di- 
rector of a western Pennsylvania city 
in which he writes: “Kindly send me 
a sample copy of THe Eas7vERN UNDER- 
WRITER as I am very much interested in 
the general subject of insurance and de- 
sire to subscribe to a couple of the best 
periodicals dealing with that important 
subject.” 

Simple request, but does the funeral 
director want to sell insurance? If so, 
should an insurance paper help him 
along in that ambition? Alas, the pre- 
cedent has been set. Inquiry among the 
company offices discloses that there are 
quite a few undertakers who sell in- 
surance on the side. Those who sell 
life insurance cash in on both the living 
prospect and the estate. Do those who 
sell fire insurance make the sale in their 
office or at the prospect’s home or of- 
fice? The latter, I believe. How very 
inconvenient it would be for a business 
man in a small town to leave his desk 
in order to visit the insurance agent’s 
ofhce and have to give this parting mes- 
sage to his secretary: “If anybody calls 
me up, Miss Smith, please tell them that 
I am over to the undertaker’s.” 

* * * 
A Poem for James Victor Barry 

It is never advisable for a writer to 
make comparisons and say that any one 
is the most popular man in the insur- 
ance business, and yet I know of no man 
in the business who stands better with 
his fellows than James Victor Barry, of 
the Metropolitan Life, who will hop from 
New York to Oklahoma to oblige a 
crowd of insurance men who simply 
must have a clever speaker to enliven 
one of their evenings. Recently, I was 
asked if Mr. Barry is paid for any of 
his public speaking. I am informed by 
friends of his at the Metropolitan that 
he “obliges” out of the goodness of his 
heart. He receives only checks drawn 
on the bank of Good Fellowship and 
that’s monetary remuneration enough 
for him. At intervals friends send him 
a piece of poetry to attest their esteem, 
and such is one which I understand was 


mailed to him this week: 
A happy heart and cheery smile I’d 
carry, 
lf | could be a bit like James V. 
parry. 


I’ve never 
him all, 
\nd, knowing him, I’m sure I never 


known a man to wish 


will. 
eh 
Clever Way to Answer a Puzzling 
Question 


Some of the newer men in the insuranée 
selling game get all flustered when asked 
a question by the assured just because they 
have never heard it before. It’s just as 
easy to spar for time. You don’t have to 
answer everything right off the handle. 

It reminds me of a clever young fellow 
up in a Hartford company office which 
was having a weekly insurance sales 
school. ‘The underwriter in charge of the 
school put this chap through a course of 
prouts, saying to him: 

“Now, just pretend that instead of 
Smith, the underwriter, I am Smith, the 
prospect. You are in to sell me some use 
and occupancy insurance. You get along 
swimmingly until | ask you a certain rather 
technical question. How would you 
answer it?” 

“What is the question?” 

The underwriter asked it, whereupon 
Jones, being stumped, said: “Will you 
excuse me for five minutes and I’ll give 
you the answer?” 

Jones then left the office, went to a 
telephone, called up Smith and said: “Mr. 
Smith, I am out on that use and occupancy 
case. The assured has asked me a pretty 
stiff question and I want your expert 


advice. This is it.” 

“You win,” said Smith and gave him the 
answer, 

All of which is good dope for the 
beget or newer agent or solicitor. If 
1e 


an’t answer immediately let him pave 
the way for a getaway and a comeback 
with the right information. 
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Wilson’s Book Will Aid 
Casualty Producers 


MENTAL SIDE OF SALESMANSHIP 


Maryland en Man Deals with 
Approach, Objectives, Closing and 
Other Interesting Subjects 
Joseph R. Wilson, manager of the de- 
velopment Maryland 
of the late Presi- 
Wilson, has written a 
surety and casualty salesman- 
ship which will help stimulate production 
for any agent or broker who reads it. 
In a way the subject of casualty and 
surety salesmanship is treated by Mr. 
Wilson in a manner similar to that of 
writers on life insurance topics. In 
other words, the mental side of sales 
manship, involving approach, equipment, 
study of objectives, methods of creating 
interest and sales closing are gone ‘into 
extensively, and, having for some years 
been a newspaper man, Mr. Wilson has 
a knack of and clear writing. 
The text of the book might well be 
an observation he makes at the head of 
one of the chapters—‘No man is worth 
more than $3 a day from his chin down 
From his chin up is what counts. 
Intelligence means manpower. Personal 
preparedness plus persistency wins.” 
Favors Card Indexes and Records 
Mr. Wilson tells how an agent or 
broker can be prepared. He _ favors 
card indexes and card records because 
he says no agent can carry in his head 
all the information necessary for the 
successful development of business. He 
must know where and by whom business 
enterprises are established or proposed. 
He must keep in touch with these de- 


division of the 
and brother 
Woodrow 


book on 


Casualty 


dent 


Casy 


velopments. If he cannot recognize a 
man’s needs for insurance that he sells 
he had better retire from the business. 
\s in life insurance few casualty pol- 


Little 
A surety 
a mail or- 


over the 
business is given voluntarily. 
and casualty company is not 
der concern. To develop a_ profitable 
business every desirable prospect must 
be personally solicited, not once but con- 
stantly, intelligently, energetically and 
convincingly. The agent must distin- 
guish, however, between | intelligent 


icies are sold counter. 


HELD ANNUAL MEETING 


Compensation bpedion Rating Board 
Met Yesterday; Considered Amend- 


ments to Constitution 


The annual meeting of the Compensation 
Inspection’ Rating Board, of New York, 
was held yesterday at the Board’s office in 
the Penn Terminal Building at which 
reports were submitted and the election of 
members to serve on the governing com- 
mittee for 1925 took place. Three amend- 


ments to the Board’s constitution were 
submitted. They were: 
Amend first paragraph to read: “The 


Board shall be under the general charge of 
a governing committee composed of six 
persons, each of whom shall be the repre- 
sentative of a member of the Board elected 
at the annual meeting.” 

Amend second paragraph to read: 
“Three members of the governing commit- 
tee shall represent participating carriers 
and three non-participating carriers. At 
the annual meeting to be held in 1925 three 
members shall be elected for a term of one 
and three for a term of two years. 
Thereafter upon the expiration of the 
respective terms members of the governing 


committee shall be elected in the same 
manner for a term of two years.” 
Amend fifth paragraph to read: “The 


governing committee shall appoint a gen- 
eral manager, who shall carry on the work 
of the Board under its supervision at such 
salary as shall be fixed by the governing 
committee. The general manager shall 
be ex-officio a member of the governing 
committee, shall preside at all meetings of 
the Board and the governing committee and 
may cast the deciding ballot in case of a 
tie vote.” 


solicitation and making a nuisance or 
bore of himself. 

Despite the fact that he has written 
a book on the subject, Mr. Wilson be- 
lieves that the best way to learn 
how to solicit is to solicit. Personal 
contact develops problems which experii- 
ence will enable the agent or broker to 
meet and which he cannot understand 
without “getting out on the street.” In- 
surance is bought for the safeguards pro- 
vided. It is sold, therefore, on a basis of 
protective quality. It should never be 
bought or sold on price. He bids the 
buyer to beware of so-called “cheap” in- 
surance. Of greatest importance to the 
assured are the dependability of the agent 
himself;, the financial stability of. his 
company; the promptness, efficiency and 
liberality of the service rendered. 

A Paragraph to Paste on One’s Desk 

Here’s one paragraph in the book 
which is of considerable importance as 
it furnished the background for insur- 
ance solititing: 

“The manager of a large agency in one 
of the most important business centers 
became disheartened because, through 
a change in municipal administration, he 
lost a considerable percentage of the bog 
business which was placed through politi 
cal influence. His agency went backwards 
because he had failed to fortify himself 
with a sufficient number of small risks 

to profit when the big lines were taken 
away. This discouraged him and he 
was forced to begin to build where he 
should have been at work for years. 
Had he done this at first his agency 
would have been on a firmer founda- 
tion.” 

Almost any page in this book which 
contains 360 pages is worthy: of a quo- 
tation at some place or other. The book 
is published by the Spectator Company, 
of New York City. 

GET PUBLIC OFFICIAL BONDS 

NOW 

If an agent is desirous of getting more 
public official bond business the time 
is now ripe for him to reap a fair har- 
vest of these bonds, for following the 
inauguration of President Coolidge in 
March, he will make a large number 
of new appointments to positions, a 
high percentage of which will be bonded. 
To get this business the best way for 
the agent to solicit the business is for 
him to obtain the names of candidates 
for the nomination or appointment and 
make their acquaintance. Keep in touch 
with the Senators at Washington for 
they are receiving the names of candi- 
dates. if 





W. E. Small, President 
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What May Happen If 
A. & H. Policy Lapses 


STORIES FROM COMPANY FILES 





Coal Company President’s Estate Loses 
$20,000; North Carolina Attorney’s 
Family $15,000 
One of the most interesting articles 
iri a special edition of “The Pilot,” gotten 
out by the Preferred Accident and de- 
voted entirely to accident insurance, 
takes up some cases in the Preferred’s 
files where accidental death has occurred 
after the lapse of the insurance. Here 

are a few of such cases: 

The secretary of an [linois Corpora- 
tion after paying premiums for five years 
refused to renew. Eight months later 
he met with death by a railway acci- 
dent. His wife and two children would 
have been paid $15,000 otherwise. 

In 1922 one of our Wisconsin lapsed 
pclicy holders met with a fatal accident 
while in an automobile at a _ railroad 
crossing. He refused to accept the 
agent’s advice to renew and thus pre- 
vented the payment of $13,000 to his 
widow. 

We issued to the president of a coal 
company three different poticies during 
a period of five years ending 1922, it 
apparently being his belief that acci- 
dent insurance was needed only to cover 


some particular journey. Six months 
after the lapsing of his last policy he 
was killed in an automobile accident. 


Seneficiary would have received $20,000 
as the policy provided double indemnity 
for auto accidents. 

An Indianapolis business man who car- 
ried an accident policy with us for more 
than seven years, was killed by an auto- 
iwobile at a street crossing while on a 
visit to New York. Unfortunately for 
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his family he laised his policy several 
months previous. 

Last month, we received notice that a 
prominent North Carloina attorney was 
killed in an automobile accident. He had 
carried insurance with us for several 
years, but lapsed his policy in 1922. Had 
he continued the same his estate would 
have received $15,000. 

A central New York banker who lapsed 
his policy in 1923 was killed in an auto- 
mobile accident in the early part of 
1924. Through the lapsing his estate 
lost $20,000 inasmuch as his policy con- 
tained a double benefit clause for auto- 
mobile accidents. 


BARRETT ENTERTAINS BROKERS 

W. D. Barrett, manager of the develop- 
ment department of the National Surety, 
was host last night to about one hundred 
and fifty brokers and agents in New York 
City at the Plaza Hotel. An elaborate 
program of entertainment consisting of 
some of the best theatrical talent in New 
York was enjoyed by all. The Monte 
Carlo Review was imported for the occa- 
sion. The other features were: the 
Capital Theatre Saxophone Trio; Bessie 
McCoy, soprano; Hilda Renaud, singing 
comedienne; Bert Campbell, kidding songs; 
the National Male Quartet; Maria Kozlow, 
toe dancer; Alvera, the gypsy and acrobat- 
ic dancer, and Dot Keller and Betty North, 
singing harmonists. A handsome light 
malacca cane was presented to all who 
attended. 


Introduce Compulsory Auto 
Measure in Massachusetts 


A bill to create what might be called 
t “Compulsory Automobile Insurance Bill” 
has been introduced in the Massachusetts 
Legislature by Representative Roland D. 
Sawyer. The bill provides for the estab- 
lishment of a “Pedestrian Protection Fund” 
to be administered by three State officials, 
setting aside $200,000 to start the fund 
and providing for a 50% addition to motor 
vehicle registration fees to support it. 
Payments under the bill would be $3,000 
for a child under ten years of age who is 
fatally injured, $3,500 for a minor between 
ten and eighteen, $4,000 for a person over 
eighteen, if single, and $5,000 if married. 
Another provision is that no claim ad- 
juster shall seek to settle for less than 
50% of the policy value under penalty of 
a $2,000 fine or two years’ imprisonment, 
or both. 





USE BUREAU NAME 

The Industrial Compensation Bureau, 
Inc., Bronx, has been chartered at Albany 
with $9,000 capital. Benj. C. and Irving 
Ribman, 201 Eastern Parkway, Brooklyn, 
and W. A. Idle, 138 West 72nd Street, 
New York City, are the directors and 
subscribers. Ribman & Ribman, 949 
Broadway, New York City, are attorneys 
for the corporation. 





CONTINENTAL APPOINTMENT 

The Continental Casualty has appointed 
George A. Smith as executive special 
agent. He has been with the Indemnity 
Insurance Company of North America, 
traveling in the Middle West. 





EAGLE APPOINTMENT 


The Eagle Indemnity has appointed as 
its general agents the Fowlkes Real 
Estate & Insurance Co., of Birmingham, 
Ala. 
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Buster Keaton Contributes 
to the Independence Contest 


CR 


How to Stop Auto Accidents 
By BUSTER KEATON 





Keep the bus in the 
garage during accident 
hours. 


Allow only one auto 
on each street simulta- 
neously. 








Turn 
pavements as fast as possible. 


corners on wet 


If railroad train is trying to beat you to crossing, 
show the engineer up and give him a good scare by 
just nicking the cow-catcher of his engine. 

Protect telephone poles LLNS 
with cotton batten pack- 
ing. 





Look in gas tank with 
lighted matches. 


When road-hog street — 
car motormen refuse to let you by, crash into their 
fenders; it will make them stop to write out a report. 


Equip curbstones with balloon shock absorbers. 
Step on gas when passing schoolhouses. 


Shoot across intersections at forty miles an hour; 
you'll never get anywhere 
if you don’t take a 
chance. 


Force autos to run in 
reverse gear; in this way 
they will always be back- 
ing away from danger. 


Furnish jazz _ babies 
with spiked corsets for 
one-arm drivers to prac- 
tice on. 


Plant rubber trees 
along highways for re- 
bound parties. 





Blow your horn immediately after accident; this 
will attract witnesses. 


Speed up when old women are stepping from 
street cars just ahead. You may miss them. 


Deepen sewers to 
empty contents of hip- 
pocket flasks in. 


Use soft water under 
open drawbridges. 


Place nets along moun- 
tain road edges. 


Hit street cars obliquely instead of head-on. 
Talk back to traffic cops. 


If your car has two- 
wheel brakes, get right 
behind cars with four- 
wheel brakes and try to 
stop as quickly as they do. 

Sell the auto and help 


the street car company 
along. 





Independence Indemnity Company 
Head Office, Philadelphia—Charles H. Holland, President 


All forms of 


Casualty Insurance and Surety Bonds 


This Company maintains 
Human Relations with Its Agents, 
Brokers and Policyholders 





There was no more interesting contri- 
bution to the Independence Contest 
for plans to reduce automobile acci- 
dents, which called forth contributions 
from forty-six states, from Canada, 
Panama and Hawaii, than this one sub- 
mitted by Buster Keaton, the world- 
famous movie star. 
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The automatic sprinkler system is 
recognized as the best and most re- 
liable form of fire protection for 
stores, factories, warehouses and 
other places where valuable stocks 
are subject to the fire hazard. 


But this form of protection brings 
with it its own peculiar hazard, that 
of damaging by sprinkler leakage the 
stock which it is intended to protect 
against fire. 


Every sprinklered risk is an out and 
out prospect for Sprinkler Leakage 
Insurance. 
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Sell “Sprinkler Leakage” 


A Home sprinkler leakage policy pro- 
tects against damage or loss caused 
by sprinkler leakage whether orig- 
inating in the portion of the building 
occupied by the assured or not. It 
also covers the hazard of sprinkler 
leakage by freezing and in fact all 
accidental causes. 


Here is a cover agents would do well 
to push at this season of the year. 


A policy in The Home Insurance 
Company of New York provides the 
protection of the Largest and Strong- 
est Fire Insurance Company in 
America. 
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